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Get Ready For Our 
upcoming events

General Meeting
3 ceu, core • $69

Hygiene Night • Compounding Ideas for Dentistry
Presented by John C. Richards IV, Professional Village 
Compounding Pharmacy

Compounding is the art and science of preparing 
customized medications for patients. In recent years, 
compounding has experienced a renaissance as 
modern technology and innovative techniques and 
research have allowed more dentists and other 
healthcare providers to work with pharmacists to 
customize medications to meet specific patient needs. 
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Lunch & Learn • Thursday, 11am-1:30pm

FIY: Fix it Yourself! (2 CEU, CorE)

Tony Vigil, DESCO Dental Equipment  
(SDDS Vendor Member)

Continuing Education • Friday, 8am-1:30pm

Don’t Sleep On It: The Dentist’s Role in Diagnosing & Treating 
Obstructive Sleep Apnea  (5 CEU, CorE)

Ariana Ebrahimian, DDS

Continuing Education • Friday, 8am-4pm

Adult Oral Conscious Sedation: DOCS (7 CEU, CorE)

Anthony S. Feck, DDS

tuesday
5:45pm-9pm

37th AnnuAl MidWinter  
Convention & expo

Wrangle Up Your Ranch Hands And 
Join Us On...

February 9–10, 2017

CPR BLS Renewal  
4 ceu, core

For the Healthcare Provider
The BLS Healthcare Provider Course includes mandatory 
practice and testing with a one-way valve mask.

Smiles for Kids Day! 
On Smiles for Kids Day underinsured and underserved 
children are treated by member dentists and their teams. 
More than half of those children are then “adopted” for 
further pro bono treatment – including specialty and 
orthodontic treatment.

Sign up today to volunteer your time to make a 
difference in a childs' life. 

sdds.org/foundation/our-projects/smiles-for-kids/
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friday
7:30am-
11:30am

saturday
all day

General Meeting
3 ceu, core • $69

Hygiene Night • Compounding Ideas for Dentistry
Presented by John C. Richards IV, Professional Village 
Compounding Pharmacy

Compounding is the art and science of preparing 
customized medications for patients. In recent years, 
compounding has experienced a renaissance as 
modern technology and innovative techniques and 
research have allowed more dentists and other 
healthcare providers to work with pharmacists to 
customize medications to meet specific patient needs. 

General Meeting
3 ceu, core • $69

Spouse Night • Aging Well 
Presented by Denise Bogard, MD

Aging is natural and progressive. It can take a toll on your 
body and mind. That is true, but with proper guidance 
you slow down that aging process and reverse many 
diseases. With proper medical guidance, you can enjoy 
a healthy and fulfilling life well into your golden years. 
One of the most effective methods for accomplishing 
this is known as age management. Age management 
is a system designed to prevent the onset of illness and 
age-related diseases. It can also improve a number of 
conditions that some believe are unavoidable. 
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5:45pm-9pm

tuesday
5:45pm-9pm

Business Forum
2 ceu, 20% • $69

Your Employees: Are They in it for the “Long Term”?
Presented by a Panel of Experts

Does it matter? Join this evening’s discussion with 
dentists who have (and kept!) their employees for a long 
time.  What works? What do you need to do to ensure 
their commitment to your practice? Are “millennials” in it 
to win it? What can you do as an employer to keep your 
employees? And, finally, is it just about the compensation 
or do other aspects prove to be just as important?

mar

22
thursday

6:00pm-9pm
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And at The Dentists Insurance Company, TDIC, we won’t treat you like one. We were started by,  
and only protect, dentists. This singular focus has led to an unparalleled knowledge of dentistry and 
the best ways to protect you. This respect for your profession supports exceptional service, including 
an in-house claims team, razor-sharp legal team and industry-leading risk management resources. 

Because with us, business is about doing what’s best for you.

You are not a policy number.

Protecting dentists. It’s all we do.®
   

800.733.0633 | tdicinsurance.com | CA Insurance Lic. #0652783

Endorsed by the 
Sacramento District 
Dental Society



President's Message

by Nancy Archibald, DDS
2017 SDDS President

Wow!  It’s 2017!  
Happy New Year.

what SDDS promos do 
you want here?

As I look forward to this coming year, I 
would like to look back at 2016.

I hope that it was a good and enjoyable year 
for you. I hope you found time to enjoy those 
things in your life that make you happy and 
bring you pleasure.

Our Dental Society had another remarkable 
year. Thanks to the hard work of our 
Executive Director,Cathy, and her team at 
SDDS. Thanks also to the 300 members 
who volunteered their time and services 
throughout the year. And many are 
volunteering again this year. Thank you.

We continue to strive to bring you, the 
members, CE programs and events that you 
will want to attend and enjoy. We listen to 
your feedback and work diligently to find the 
right speakers at the right time.

We also found the time to enjoy some SDDS 
social activities which included a River Cats 
game, a Painted Cork event and this year we 
even went to Dixon to the corn maze.

The shred event continues to be a hit as a 
member benefit, and this year close to 700 
boxes were shredded!

And now we begin a new year. Next month 
is our 37th Annual MidWinter Convention 
on February 9th and 10th. We have over 70 
exhibitors and vendors. Great speakers are 
lined up with something to offer everyone 
in your office. If you haven’t registered, there 
is still time.

I wish you a very healthy, happy and 
prosperous new year.

Sincerely,

Construction Management
Remodels and Renovatoins
Tenant Improvements
New Construction

Reaching the Peak
in Building for the
Dental Industry

BlueNorthernBuilders.com  916.772.4192 CA Lic #820947
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As I have just finished proofing this issue of the Nugget, it makes me so proud 
that we can say – we MAKE it happen! 

MidWinter Convention is no easy task. We are the only “small component” 
in the country that puts on this type of event – all by ourselves. Oh sure, 
the Chicago component does it (and does it so very well with 10,000 people 
attending!), but our “little engine that could” does it well too! We organize it, 
we staff it, we contract with the speakers nationwide, and we sell it out every 
year – thanks to our vendors and our members!

This year we sold out our Expo Hall before October. The vendors have many 
specials (see those in this issue of the Nugget) for MidWinter attendees. Please 
visit them! Even if you can’t attend MidWinter Convention and attend our 
wonderful classes, the Expo is open Friday morning to everyone… up until 
11AM. So please come and order for your office! Just let us know you are 
coming by signing up for the EXPO ONLY… we’ll have your name tag ready 
for you!

Our speakers are amazing, as are their topics. The topics are those that YOU 
asked for… from TMJ to sleep issues to implants and much more. The topics 
for your staff are also the topics our members requested over the past year. 
(And, of course, we have the licensure renewal courses both days. But, we 
offer those in May and October at the SDDS classroom so feel free to attend 
other courses too.)

Over the years, the SDDS MidWinter Convention has become one of the 
premier events in the country. Speakers come from all over the country to 
present to you. We have dentists attending from Iowa, New York, Alaska and 
several other states… and we are so proud of that. But it is right here, in your 
backyard. Take two days (or one!) and bring your team. You can get 16 units 
of CE, park for less than $20 per day, team-build for two days, and have some 
fun in a casual atmosphere. Wear your jeans and be comfy. And we do all the 
food for you – no need to “go out” – it’s all right at the Convention! Coffee, 
breakfasts, lunches and snacks – it’s for you and your team!

Registration is still open for doctors and their staffs. Please sign up!   

Cathy's Corner

One of the Best 
Member Benefits By Cathy B. Levering

SDDS Executive Director

Leadership

President: Nancy Archibald, DDS
immediate Past President: Wallace Bellamy, DMD 

President elect/treasurer: Margaret Delmore, MD, DDS
secretary: Bryan Judd, DDS

editor-in-chief: Carl Hillendahl, DDS
executive director: Cathy Levering

Guy Acheson, DDS 
Volki Felahy, DDS

Jag Heir, MD, DDS
Greg Heise, DDS

Beverly Kodama, DDS
Matt Korn, DDS

 Lisa Laptalo, DMD
Wesley Yee, DDS

Adrian Carrington, DDS 
Terry Jones, DDS

cPr: Craig Alpha, DDS
ethics: Hana Rashid, DDS

nominating/leadership dev.: Wallace Bellamy, DMD
Peer review: Morton Rosenberg, DDS

ce task force: George Chen, DDS
forensics advisory: Mark Porco, DDS

amalgam advisory: Viren Patel, DDS, Wai Chan, DDS
fluoridation advisory:  

Kim Wallace, DDS / Rick Kennedy, DDS 
strategic Planning advisory: 

Bryan Judd, DDS/ Margaret Delmore, MD, DDS
budget & finance advisory: Margaret Delmore, MD, DDS

bylaws advisory: Wallace Bellamy, DMD 
legislative advisory: Jenny Apekian, DDS

community clinic task force: Bryan Judd, DDS 
   General anesthesia: Warren McWilliams, DDS

member events/services: Jennifer Drew, DDS, MSD

 foundation: Viren Patel, DDS
Golf tournament:  

Vic Hawkins, DDS / Dennis Peterson, DDS
sacPac: Matthew Campbell, Jr. DDS

smiles for Kids: Donald Rollofson, DMD

cathy levering | Executive Director
beth heneger | Membership/Peer Review

Joe Wilson | Programs/Events 
Jessica luther | Graphic Designer 
rachel sheets | Graphic Designer

bryant King | Member Outreach/Foundation Projects
sofia Gutierrez | Member Services/Smiles for Kids

anne rogerson | Office Manager

eXecutiVe  
committee

board of  
directors

trustees

committees
standinG

tasK forces
adVisory
committees

sPecial eVents 
other

sdds staff

The Nugget is an opinion and discussion magazine for SDDS membership. 
Opinions expressed by authors are their own, and not necessarily those 
of SDDS or The Nugget Editorial Board. SDDS reserves the right to edit all 
contributions for clarity and length, as well as reject any material submitted.
The Nugget is published monthly (except bimonthly in June/July and Aug/Sept) 
by the SDDS, 2035 Hurley Way, Ste 200, Sacramento, CA 95825 (916) 446-1211. 
Acceptance of advertising in The Nugget in no way constitutes approval 
or endorsement by Sacramento District Dental Society of products or 
services advertised. SDDS reserves the right to reject any advertisement.

Postmaster: Send address changes to SDDS, 2035 Hurley Way, Ste 200,  
Sacramento, CA 95825.

To sign up for MidWinter see 
the inside back cover for the 

registration form. 

Accepting pre-registrations  
until January 15th. 
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Continuing education is an essential part 
of our profession and finding quality 
programs that are interesting and don’t 
require us to travel to other parts of the 
state or country or cost time out of the 
office can sometimes be a challenge. One 
of the best parts of membership in SDDS 
is the numerous opportunities to get top 
notch, quality education here in our own 
town. This year your CE taskforce has 
brought you excellent programming for 
2017 ranging from lectures from our local 
esteemed colleagues to out of town guests. 
Some of the Business Forums and General 
Meeting lectures will address topics like 
how to have “long term” employees, dental 
practice ownership, embezzlement, as well 
as sleep apnea and adult oral conscious 

sedation, all hot topics which we will have 
the opportunity to learn about. 

When we have failures and complications 
we punt them to the specialists. But what 
do the specialists do when they have 
complications? This is one lecture I am not 
going to want to miss (It's Complicated! 
Complications from the Specialists! April 
28th 2017).

The MidWinter Convention promises 
to be another outstanding educational 
opportunity for the entire dental team 
with topics ranging from collections, 
coordination of benef its, or medical 
coding for sleep appliances, rock star 
dental assistants, insurance audits, new 
dental codes, OSHA, infection control, 

TMJ and dental sleep medicine, multiple 
topics on implants, periodontal issues, new 
technology, and attraction of patients, or 
starting up a new practice or selling one. 
I’ve only listed a few. There are too just 
many great topics to list them all. You will 
just have to come see for yourself !

In my opinion, I think our Dental Society 
is the best in all it does for its members and I 
think the quality of Continuing Education 
programs and social opportunities are 
some of the finest out there for the cost of 
our membership!

It was a pleasure working with so many 
bright minds this year to bring you excellent 
continuing education programs and I look 
forward to seeing you all there. 

From the Editor’s Desk

By George Chen, DDS
Guest Editor, CE Advisory Committee ChairContinuing Education

Logo Design | Stationery | Business Cards | Appointment Cards | Magnets | Apparel | Mugs | And More 

Design Department
We have the tools to help grow your business

Introducing SDDS’s Newest Member Bene�t!
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For More Than Just a Tax 
Return!  

Specializing in Year-long Tax Planning-no surprises come  April 15th! 

LET US ASSIST YOU WITH: 

•Tax planning 
•Proper business structure 
(Incorporation) 
•QuickBooks setup and training 
•Review and maintenance of  
accounting 
•Retirement & estate planning 
•Business valuations 
•Human resources 

(916) 724-3962  John Urrutia or Debra Griffin     
www.muncpas.com 

CALL NOW 
FREE one-hour tax & 
financial review of your 
business 
*Offer only for new clients* 
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CopIes oF Form W-2 must be FIleD by January 31
Reprinted with permission from CDA

Historically, employers filing paper forms had until the end of February and employers filing 
electronically had until the end of March. The IRS is working with payroll providers and others 
to inform employers of the new deadline.

Employers are still expected to meet the January 31 deadline when providing copies of the 
forms to employees.

The new law may in some cases allow the IRS to send taxpayer refunds faster; however, some 
returns needing further review could face delays. The IRS states that taxpayers claiming the 
Earned Income Tax Credit or the Additional Child Tax Credit will not see refunds until February 
15, at the earliest.

neW state mInImum Wage to take eFFeCt January 1
Reprinted with permission from CDA

Under the new state law, dental practice owners with 26 or more employees must begin paying 
a minimum wage of $10.50 (an increase of 50 cents over the current state minimum wage) on 
January 1. Practice owners with 25 or fewer employees have an additional year to comply with 
the law; they are required to begin paying the new wage on January 1, 2018. 

YOU ShOULD  Know
neW overtIme rule 
bloCkeD by FeDeral JuDge
Reprinted with permission from CDA Practice 
Support

A federal judge in Texas on Tuesday, 
November 22, issued a nationwide injunction 
blocking implementation of the U.S. 
Department of Labor's Fair Labor Standards 
Act (FLSA) rule concerning overtime pay 
for certain employees who are currently 
classified as exempt from overtime. The 
injunction follows lawsuits filed by multiple 
states and business groups.

Under the rule, which was set to take effect 
December 1, all employers would be required 
to pay a minimum salary of $913 per week, 
or $47,476 per year in order for an employee 
to be classified as exempt. Employers in 
California would need to pay close attention to 
and adjust salaries over the next several years 
in consideration of the annual state minimum 
wage increases due to begin January 1, 2017.

CDA reported on the new FLSA rule in the 
December CDA Update, noting that the rule 
would take effect December 1. With the 
injunction issued, employers are not required 
to comply with the rule by December 1. CDA 
will keep members updated on the status of 
the injunction and court case at cda.org and 
in the CDA Update.

Questions about the Flsa rule and the 
injunction may be directed to CDa practice 
support at 800.232.7645.

CDt 2017 Dental CoDe Changes are here
Reprinted with permission from CDA Practice Support

CDT 2017 is the newest version of the American Dental Association’s code on dental 
procedures and nomenclature. Dentists will need to prepare for the 2017 dental code changes 
effective January 1, 2017. 

Addition of D4346 fills a gap CDA is happy to see the addition of D4346: Scaling in presence of 
generalized moderate or severe gingival inflammation. 

Current CDT codes document procedures for a generally healthy patient with periodontal 
disease who has accompanying loss of attachment and bone loss. D1110 is primarily a 
preventative procedure for patients with generally healthy periodontium. D4341 and D4342 are 
therapeutic procedures and are indicated for patients who require scaling and root planning due 
to bone loss and subsequent loss of attachment. 

Dentists have found a gap in available codes for those patients who need therapeutic treatment 
for generalized moderate to severe gingival inflammation, with or without pockets but exhibiting 
no bone loss. Finally, with the implementation of CDT code D4346, dentists can now accurately 
document and report these “difficult” cleanings. 

It will be important to look for updates from the dental benefit plans on the processing and 
policy guidelines for D4346. Plans usually start sending updates on policy changes for the New 
Year in late October and early November. The ADA’s full D4346 code description is provided in 
the outline below. 

There are 16 code changes, which include an addition of 11 new procedure codes, five 
revisions and one deletion. 

you can see the list of codes on our website at www.sdds.org/resources/for-members

Copies of the CDt 2017 are available for purchase through the american Dental 
association at adacatalog.org. It is recommended all dental offices have a current copy 
to assist with proper claim billing.

member 
benefit

All active members 
will receive a free 
copy of the 2017 
Employment Law 
Poster in this 
Nugget.

Additional posters 
are available for 
sale through SDDS 
for $24.95  
(member price). 

www.sdds.org • January 2017  |  9



8am–9am • 1 CEU, Core
Test Your Curing Skills 

Thursday

9:45am–12:15pm • 2.5 CEU, Core
Totally Bonding – Know the Chemistry 
You Hold in Your Hands 

1:30pm–4:30pm • 3 CEU, Core
Dental Materials Update and 
Troubleshooting

Greeting to All Members of the SDDS!

I am so excited to be one of the presenters 
at your 2017 SDDS meeting! ARE YOU 
excited to attend!? I sure hope so, at least 
you will be after you take a look at the great 
line up of speakers the SDDS has “rounded 
up” for this very special meeting. 

My name is Victoria and I am one of those 
speakers. But I’m just not that, a speaker. I am 
a dental assistant with passion for dentistry 
and humans. The goal of MidWinter is to 
attend as a team, rather than as one. With 
that in mind, our learning of new products 
and procedures might be accomplished by 
us in the same manner…as a team. 

It is with fun and excitement in my heart that 
I ask you to attend the SDDS, February 9th 
& 10th , 2017 as a TEAM. Everyone listening 
and learning together. After CE, it’s off to the 
Exhibits to check out the new products, or 
items of interest you learned about during the 
day. It’s also a time to say “Hey” to your local 
reps and exhibitors that support the SDDS 
meeting. A quick change of clothes, and then 
it’s off to dinner and drinks, as a Team. Your 
night will be filled with conversation and 
good memories as a Team.

Sign up early! And please remember, good is 
the enemy of great! See you in February.

Cheers,

Victoria  

A Letter to... 
SDDS Members

by Victoria Wallace, LDA
Sponsored by ultradent Products, Inc.

sdds presents  
the 37th annual midwinter convention & expo

february 9-10, 2017 
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8am–9:30am • 1.5 CEU, Core
Mindfulness in Medicine and Dentistry: 
Peace, Health and Brilliance in Practice

10am–12pm • 2 CEU, Core
Dental Sleep Medicine: Time to Wake 
Up to Sleep 

1:30pm–4pm • 2.5 CEU; Core
TMJ: It’s Not Just the Joint

Friday

As we start to recognize in healthcare how 
critical good sleep is in order to maintain 
good health and reduce the risk of many life-
threatening health issues as well as having 
a good quality of life we need to learn the 
important roles that dentist can take in 
ensuring the health of our patients.

Dental sleep medicine is now recognized as 
one of the areas of highest interest in the field 
of dentistry. Understanding how to screen 
patients, obtain the medical diagnosis in a 
team approach with physicians and providing 
care for these patients with oral appliance 
therapy is necessary in order to provide full 
care for patients.

Poor sleep is a public health epidemic. One 
of the causes for poor sleep is our habits of 
modern society with poor sleep hygiene, sleep 
disrupters such as television and electronics, 
life’s stresses which lead to not getting enough 
hours of sleep a night. The other important 
cause for poor sleep is airway disruption 
which leads to obstructive sleep apnea.

Poor sleep and obstructive sleep apnea are 
now known to be associated with high blood 
pressure, heart disease, stroke, poor quality 

of life, excessive daytime sleepiness, dementia 
and even cancer. In children we see poor sleep 
and airway problems leading to bed wetting 
and, attention deficit disorder, learning 
problems and behavioral problems. Problems 
with nasal breathing lead to a vicious cycle of 
poor growth and development which, in turn, 
further compromises the airway.

Many practitioners around the world in 
dentistry are beginning to hear the term 
“airway centric” therapy. This is recognizing 
that having the best airway is of paramount 
importance and can help guide and influence 
choices in dental care. When we bring airway 
into the equation of diagnosis and treatment, 
we see how important orthopedic support 
from the mandible and the dentition is to the 
health of the airway. This understanding of the 
importance of airway can lead to supporting 
growth and development for our children, 
the direction of our orthodontic treatment 
and a deeper understanding of occlusion and 
restorative dentistry.

Dr. Abramson will be presenting courses in 
dental sleep medicine, TMJ and oral facial 
pain and stress management.  

Dental Sleep Medicine, TMJ and Stress -  
What Is a Dentist to Do?

by Mark Abramson, DDS
Sponsored by Dream Systems Dental lab

MidWinter Convention

What people are  
sayIng about mIDWInter...

rICk kenneDy, DDs

my team and I have been going to the 
midWinter for many years and we all really 
enjoy it. The team always picks up many 
ideas from classes and the exhibitors 
that we bring back to the office.  Some 
we incorporate and others validate what 
we are doing already in the office.  We 
network with other teams and gain 
knowledge from them as well. enjoying 
lunch together without the pressure of the 
office schedule is a great. So sign up for 
the midWinter:  increase your knowledge, 
do some team building and have fun!

mIChael boyCe, DDs

I used to go to midWinter for the Ce units, 
then I went because I liked to dress up with 
your themes. Now I go to see "olD" friends! 
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Wanted: the SddS Ce roundup

1:30pm–4pm • 2.5 CEU, Core
Early Diagnosis and Treatment of 
Asymptomatic Enamel and Dentin 
Cracks

Friday

There might be a fine line between considering 
the early treatment of asymptomatic cracks 
as necessary protection versus unjustified 
intervention. In a Sacramento area study 
published in the Journal of the Academy 
of General Dentistry in 2014 where 
asymptomatic cracks were projected on a 
screen to ensure uniformity in the referenced 
cases, 10 out of the 51 participating general 
dentists would not recommend treatment for 
asymptomatic enamel cracks and 4 general 
dentists would not recommend treatment for 
asymptomatic dentin cracks. It should not 
surprise you that the necessity and the modes 
of intervention for asymptomatic cracks 
have always been questioned, including in 
the current literature, mostly due to the lack 
of adequate research specifically addressing 
asymptomatic cracks.  Justifying protective 
intervention requires an understanding of not 
just the potential outcomes of no treatment, 
but also which and when asymptomatic 
cracks should be treated and how they can be 
treated conservatively with more predictable 
results.

By definition, cracks are incomplete fractures 
where there is no complete separation or 
mobility of the segments. Asymptomatic 
cracks, contrary to symptomatic cracks 
(i.e. the cracked tooth syndrome), do not 
demonstrate any clinical discomfort such 
as spontaneous pain, sensitivity to hot or 
cold, pain with chewing or biting either 
reported by the patient or provoked by 
clinical testing. The asymptomatic cracks 
that will be discussed at the 2017 SDDS 
Midwinter Convention do not have clinical 
or radiographic evidence of pulpal and 
periradicular pathology.

the call for early intervention

The etiology of cracks is multifactorial and 
complex and cannot always be controlled. 
The severity of asymptomatic cracks is 
hard to be determined by one’s initial 
clinical impression and their progression 
is unpredictable. Cracks can propagate to 
underlying structures creating a pathway 
for bacteria leading to caries, reversible 
and irreversible pulpitis, pulpal necrosis 
and subsequent periapical pathology, and 
periodontal tissue destruction. Cracks can 

also result in complete fracture rendering 
teeth unsalvageable. A Dental Practice-
Based Research Network, funded by 
the National Institute of Dental and 
Craniofacial Research, recently found that 
27% of the cracked teeth observed have 
shown progression in just one year and thus 
a “watch and wait” approach must be used 
with caution. The network further reported 
that 92-95% of the time cracked teeth have 
been recommended for restorative treatment, 
resulting in less need for more invasive 
treatment such as endodontic therapy or 
extraction. 

finding the high risk cracks

The key is to know what to look for and also 
utilize tools that help find high risk cracks; 
discovering asymptomatic cracks should not 
necessarily be left to accidents. However, not 
all cracks are obvious and sometimes can only 
be detected by higher magnification with 
proper illumination, transillumination, and 
dyes in addition to sharp explorers. Modern 
approaches also classify enamel cracks as 
high-moderate-low risk according to the 
risks of underlying dentin cracks, decay, or 
severely undermined enamel and recommend 
treatment accordingly. Becoming familiar 
with such classifications and the most 
commonly treated asymptomatic cracks, and 
understanding how to utilize the available 
diagnostic tools will set the stage for early 
diagnosis and treatment.

cover it or not cover it

Occlusal coverage restorations, intracoronal 
restorations, occlusal adjustment and 
protective occlusal guards are some of the 
approaches described to treat asymptomatic 
cracks. However, contrary to the cracked 
tooth syndrome, there are no clinical 
intervention and related outcome studies for 
the various types of asymptomatic cracks, 
thus forcing dentists to rely only on their own 
experience and differing expert opinions. In 
the absence of symptoms and in otherwise 
structurally sound teeth, the extent of cracks 
whether limited to enamel or extend to 
dentin plays a major role in determining the 
final treatment.  

treating Asymptomatic Cracks:  
When is Protective Intervention Justified? 

by Samer Alassaad, DDS, FAGD
SDDS member
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MidWinter Convention

The increasing number of dental implants 
being placed is resulting in an increase in 
implant-related complications.1 Thorough 
treatment planning is essential for optimum 
outcomes in implant dentistry. Just as 
paramount for long-term success is regular 
professional assessment of peri-implant 
tissues and restorative components together 
with effective patient home care. Since 
implant dentistry involves the entire dental 
team, questions regarding the roles and 
responsibilities of team members may arise. . .

•	 What is the recommended frequency 
of maintenance appointments for 
implant patients?

•	 How should peri-implant tissues be 
assessed?

•	 How should restorative components 
be evaluated?

•	 How often should radiographic images 
be acquired on dental implants?

•	 Should probing measurements be 
obtained around implants?

•	 Can implants and abutments be scaled 
and what instruments are best to use?

•	 Can peri-implantitis be successfully 
treated?

•	 When should patients with peri-
implant disease be referred?

•	 Are interdental brushes safe to use 
around implants? 

•	 What types of floss should be 
recommended to patients with implants? 

•	 Are sonic toothbrushes contraindicated 
for screw-retained prosthesis? 

•	 Are air-polishers safe and effective? 

If you would like answers to these questions, 
plan to attend the MidWinter meeting on 
Thursday February 9.  Ivy Zellmer, RDH 
and Debra Finney, RDH, DDS, MS, will 
co-present a course that will address these 
burning questions and more!  This course is 
applicable to the entire dental team and you 
will be empowered with current, practical, 
and evidence-based knowledge related to 
implant maintenance.  

You’ve got questions - we’ve got answers!   

RefeRences

1. “Complications or Substandard Care? risks of 
Inadequate Implant Training” Stephen Wheeler, 
DDS and Cynthia m. bollinger, Journal of the 
California Dental Association, September 2009

Implant Maintenance: Whose Job Is It? 

10am–12pm • 1.5 CEU, Core
Implant Maintenance - Whose Job is it?

thursday

1:30pm–3pm • 1.5 CEU, Core
Do Your Gums Hang Low?  

3:30pm–5pm • 1.5 CEU, Core
Ask the Periodontist: Refer or Not?

by Debra Finney, RDH, DDS, MS,
SDDS member, & Ivy Zellmer, RDH

hana rashID, DDs

I look forward to going to midWinter because we don't 
have to travel far and there is a wide variety of Ce's for 
everyone in the office! The speakers are hand-picked by 
recommendations from the Ce Task Force to create a great 
mix of topics. every year, midWinter is always entertaining 
with awesome themes and this year we get to wear country 
wear for the Ce roundup! The food is always good too!!

Zoe bIerFreunD, rDa 
CamellIa perIoDontICs

midWinter gives our team the 
chance to go to the classes that 
we think would benefit us as a 
team, as well as an individuals. I 
have found that classes that you 
believe wouldn’t benefit you in any 
way find ways to integrate into your 
position as well. 

thoughts on mIDWInter...
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Wanted: the SddS Ce roundup

10am–12pm • 2 CEU, 20%
How Patients Find Dentists: Exact 
Strategies for Dentists to Attract 
Patients Who Listen

3pm–4:30pm • No CEU
How to Turn Price Shoppers into 
Lifelong Patients

thursday

There’s no denying that the dental industry 
is becoming increasingly competitive. Just 
take a look at the growth in both corporate 
practices and new dentists entering your local 
marketplace over the past few years. 

For dental practices that want to continue to 
offer five-star services to their patients, this 
growth can be difficult to handle. Thankfully, 
increasing competition in the dental industry 
does not mean that it is impossible to run the 
dental practice of your dreams. The key comes 
down to closing your New Patient Gap.

the new Patient Gap: What it is and Why 
it matters

The “New Patient Gap” is the difference 
between the number of new patients your 
practice receives on average right now and the 
number of new patients that you want your 
practice to receive. In the following sections, 
I’ll go over the exacts tactics your practice 
can use to close the new patient gap and scale 
production in 2017.

critical trends affecting the future of the 
dental industry

You might have heard about a special report 
prepared for the American Dental Association 
in 2013 entitled: Critical Trends Affecting The 
Future of the Dental Industry. The conclusion 
of the report was this: there are many challenges 
confronting dentistry and the status quo is 
unsustainable.

In other words, dentists cannot continue 
doing what they have always done and 
expect to succeed. The ultimate path to 
marketing success is to find out where your 
customers are...and be there! 

According to Dental Economics, 90% of 
consumers today use search engines to find 
local businesses. These are people already in 
need of a dentist and searching for one, ready 
to invest.

how to Get found by Potential Patients 
online

Not only does your practice need to show up on 
Google, it needs to be at the top of all the other 
results for optimal success. There are many 
factors Google uses to determine which dental 
practices are offering the best services: 

Google Reviews: Theoretically, the best dentists 
should have many five-star reviews from their 
patients.

Time Spent On Your Website: If people who 
go to your website stay on the site, clicking on 
multiple pages, this is a great sign to Google 
that your website is providing the information 
people need.

Mobile Responsive Websites: With more than 
60% of people now primarily using the internet 
from their mobile devices, a mobile-friendly 
website is crucial to a good user experience.

Your Online Fingerprint: We like to call your 
crucial online data—your name, address and 
phone number—your online fingerprint. Is 
your fingerprint consistent and found often 
online?

Which one will work best to get your practice’s 
website seen by more people and effectively 
close your new patient gap? The best place to 
start is with a patient- friendly website.

cutting-edge strategy #1: a Patient-
centered Website

No matter what kind advertising you do, 
potential patients will first head online to 
learn more about you and your services. 
Here’s what goes into a dental website that 
works:   

1. Focus On Patient Problems 

Most dental practices focus on all of the 
solutions that they offer to potential patients: 
implants, veneers, fillings, braces... 

But most patients don’t think like that; they 
think about their problem: “I’m embarrassed 
about my smile.” “I’m in pain but I don’t know 
if any dentists take my insurance.”

Tap into the pain points of potential patients 
and use your website to answer their questions..

2. Include A New Patient Page 

The easiest way to answer all potential patient 
questions is to create a new patient/FAQ page 
that covers information such as your location 
and financing information.

3. Make Your Website Mobile-Friendly

We have an entire Insider’s Guide dedicated to 
the importance of a mobile-friendly website. If 

by Jacob Puhl 
Firegang Dental marketing

Cutting-Edge Strategies  
to Attract New Patients in 2017 
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Job Bank
The SDDS Job Bank is a service offered only to SDDS Members. It is published on the 
SDDS website and provides a forum for job seekers to reach other Society members who 
are looking for dentists to round out their practice, and vice versa. If you are a job seeker, 
associate seeker, selling or buying a practice, contact SDDS at (916) 446-1227. For contact 
information of any of the job bankers please visit www.sdds.org.

ASSoCIAte PoSItIoNS AVAILABLe
Falguni Patel, DDS • Sacramento • part/temp (Jan. 20-Feb. 23) • GP
Kelly Wilson, DDS • Rocklin • part • GP
Stan Arrellano, DDS • Elk Grove • part/full • GP
Kids Care Dental • Sacramento • part/full • Ortho
Kids Care Dental • Lodi • part/full • Ortho
Kids Care Dental • Rancho Cordova • part/full • GP
Forest Boozer, DDS • Cameron Park • part • GP
Pamela DiTomasso, DMD • Sacramento • part • GP 
Gwendelyn Enriquez, DMD • Roseville • part/full • GP
Thomas Ludlow, DDS • Folsom/Modesto • part/full • GP
Charles McKelvey, DDS • Twain Harte • full • GP
David Park, DDS • part/full • GP
Smile Island Dental Group • Rocklin • part • Ortho
Sang Tran, DDS • Davis • part • GP
Steven Tsuchida, DDS • Elk Grove • part/full • Endo/OS
Ashkan Alizadeh, DDS • Sacramento • full • GP/Pedo
Michael Hinh, DDS • Sacramento • part • GP
Kids Care Dental • Stockton • full • Pedo
Tiffanie Sun, DDS • Sacramento • part • GP
Eloisa Espiritu, DDS • Lincoln • part/full • GP
Laguna Children's Dental Care • Elk Grove • part/full • GP
Kalpesh Patel, DDS • Sacramento • full • GP
Upen Patel, DDS • Sacramento • part • GP
Ricky Tin, DDS • Elk Grove • part • GP
Image Orthodontics • Roseville/Sacramento • part • Ortho
Hoang Truong, DDS • Sac • part/full • GP
Gary Clusserath, DMD • Roseville/Citrus Heights • part • GP/Endo/OMS
Serenity Dental • Rocklin • full • GP
Kayla Nguyen, DDS • Roseville/Lincoln • part/full • GP
Timothy Herman, DDS • Lincoln • part/full • GP
Hung Le, DDS • South Sacramento, Stockton • part/full • GP
Darryl Azouz, DDS • Rocklin/Woodland • full (2 associates, 2 days) • GP  
Alex Moradzadeh, DDS • Sacramento • part/full • GP/Endo/Pedo/OS 

DoCS SeeKING eMPLoYMeNt

DHPS SeeKING eMPLoYMeNt

Pabina Dhawan, DMD • Monday/Tuesday only • GP
Shahryar Khodai, DDS • Monday/Tuesday only • GP
Behdad Javdan, DDS • part/full • Perio
Tex Mabalon, DDS • part/full • GP                                          
Ronald Rott, DDS • part • GP
John Nerwinski • part • GP
Russell Anders, DDS • part (fill in only) • GP
Steve Saffold, DDS • (fill in only) • Sacramento • GP
Steve Murphy, DMD • part/full • Endo
Brandon Webb, DDS • part • Endo

DoCS LooKING to BuY A PRACtICe
Darryl Azouz, DDS • GP 
Navneet Sahota, DDS • Fair Oaks • Perio
Behdad Javdan, DDS • Fair Oaks • Perio
Scott Snyder, DDS • GP 
Brandon Webb, DDS, MSD • Roseville • Endo
Shahryar Khodai, DDS • Sacramento • GP

Janis Dufort, RDH • fulltime

you’re not sure if your website is mobile friendly, you can download the 
guide here: www.firegang.com/offer-mobile/.

4. Include Calls To Action (CTAs)

Often we don’t know what it is we want to do until someone tells us to 
do it! Guide your website traffic by including CTAs that tell patients 
to call your office to schedule appointments.

cutting-edge strategy #2: focus on five-star Google reviews

You already know that Google Reviews can impact your overall 
results in search ranking. But what’s more, Google Reviews are an 
extremely eye-catching way to show social proof. If you have the 
choice between a dental practice with numerous five-star reviews, or 
a dental practice with no stars at all, which are you going to choose?

cutting-edge strategy #3: a Powerful Google ads campaign

96% of Google’s revenue comes from its advertisements. That means 
Google is extremely invested in ensuring that your ads perform 
well. And that’s one of the reasons why we love Google Ads—they 
offer immediate and dependable return on investment (ROI) for your 
practice.

One thing to note is that there are good Google Ads and poor Google 
Ads. You need a powerful ad that immediately draws the potential 
patient in so that they are ready to contact you right now.

the Game-changing importance of analyzing your  
marketing results  

One of the most important things to remember as you use these 
cutting-edge strategies to close your new patient gap this year is the 
importance of analytics. This is where so many dental practices miss 
the mark.

Always, always track your results so that you know exactly where 
your new patients are coming from. Not only should you pay attention 
to where your website traffic is coming from, you should also implement 
call tracking with your front office staff.

There is no cookie-cutter solution to online marketing. But you can 
start by taking steps to get found where potential new patients are 
already searching. Use your website and Google Reviews to get new 
patients to call your office. Analyze your marketing results. That’s all 
it takes to start closing the new patient gap and begin making 2017 
your best year yet.

For a free copy of Jake’s best-selling book, go to
www.firegang.com/sdds   
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Wanted: the SddS Ce roundup

9:45am–12:15pm • 2.5 CEU, Core
Periodontal Regeneration Therapies: 
A Revolution in Soft Tissue Grafting

thursday

Identifying and treating gingival defects 
can provide a great service to our patients—
especially if performed before the problem 
has gotten severe. Research has shown that a 
thick band of keratinized tissue not only can 
help to protect from future recession, but can 
also help to protect restorations. Patients are 
not aware of the severity of gingival recession 
until it becomes an esthetic concern or pain 
is associated with it. This “increased band of 
keratinized tissue” can become even more 
critical with the large adoption of dental 
implants to replace missing teeth. 

Gingival recession is defined as the exposure 
of the root surface due to a displacement of 
the gingival margin apical to the cemento-
enamel junction. Although patients may 
come to your office with the chief complaint 
of “my gums are receding,” as dental 
professionals we know that when the root of a 
tooth can be visualized, there is by definition 
loss of periodontal attachment including 
gingival tissue, bone, and even portions of 
the root. This translates to problems such as 
root sensitivity, unpleasing esthetics, risk of 
root caries, cervical abrasion, unpredictable 
restorative results, and loss of the periodontal 
support for the tooth. Gingival augmentation 
procedures around natural teeth and dental 
implants are performed to facilitate plaque 
control and mitigate the problems outlined 
above. 

These gingival augmentation procedures 
have evolved through the years not only in 
surgical designs, but also in biomaterials 
used. Autogenous grafts are still the gold 
standard, but new techniques and new 
biomaterials allow the possibility of achieving 
similar results without the need of harvesting 
tissue from distant sites. This can allow much 
less invasive therapy for the patient. 

Figure 1 is a photo of a patient who was 
referred for recession on teeth #23 and #25 
in 2001. She was an extremely phobic dental 
patient and would only allow treatment 
of #23 and #25 because of the esthetics. 
At that time further grafting, especially 
#22 and #27, was recommended because 
of the gingival instability of these teeth. 
#22 and #27, as with many others, already 
had some degree of recession, no attached 

or keratinized tissue, minimal vestibular 
depth, and additionally the canines had 
prominent roots making them vulnerable to 
further trauma resulting in further gum and 
bone loss. It was explained to her that being 
proactive was especially important because 
of her genetic phenotype of generalized fair 
and delicate skin throughout her body and 
once exposed, her roots would be especially 

difficult to cover because of her delicate 
skin and blood supply. A connective tissue 
graft was performed only on #23 and #25 
per her request in 2001. She was re-referred 
by her general dentist in 2004 for further 
grafting Figure 2, but refused recommended 
treatment. At that time the 3-year-old grafts 
#23 and #25 were stable, although full root 
coverage was not present. She was referred 
for a third time to our office in 2014 for 
recession #22 and #27 (Figure 3). At that 
time, as Figure 3 illustrates, the canines had 
severe bone loss and gingival recession, but 
the original grafts placed 13 years previously 
were still protecting #’s 23 and #25. 

Figures 1 through 3 illustrate the long-term 
benefits of soft tissue grafting and also the 
dangers of not having the needed grafting. 
Soft tissue grafts are another piece of the 
puzzle needed for longevity of natural teeth, 
restorations and implants. Performed at the 
proper time, they can prevent soft tissue loss 
and bone loss. As that astute scientist from a 
long ago generation, Ben Franklin, once said, 
“An ounce of prevention is worth a pound 
of cure.”  

by David Jolkovsky, DDS &  
David Du, DDS

SDDS members

Ben Was 
on to Something

Figure 1

Figure 2

Figure 3

Research has shown that a 
thick band of keratinized 
tissue not only can help 

to protect from future 
recession, but can also help 

to protect restorations. 
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The Dental Receivable Experts:
Bridging the Gap Between

Service and Satisfaction

530 478-6444
info@rcagrassvalley.com

rcagrassvalley.com/revenueservices

This course is designed to teach you and your team how to 
get valuable new patients by using break-through marketing 
techniques.

Modern Patient Workshop

Coach Ike, DMD

(702) 508-7099Discussion and Objectives:
1. Use organic marketing to boost websites and social media 
2. Flawless systematic approaches to get new patients
3. Learn to design powerful and effective ads
4. Use effective tracking to monitor your marketing dollars
5. Have your existing patients send you new business

Tired
of having

your waiting
room empty?

Where: LAS VEGAS 
When: MARCH 3-4, 2017
Tuition: DOCTOR $995 | STAFF $395

Register at BeyondTheTooth.com

SDDS member since 2006
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Implants are not a new treatment modality in 
dentistry, but the technological and biological 
innovations continue at a blistering pace. 
There is vast amounts of exciting research that 
is actively changing how we as a profession 
perform dental implants. These innovations 
are altering our previous guidelines and 
allowing for more predictable and more 
aesthetic treatment outcomes. 

Modern implant designs allow the clinical 
team a chance to immediately place and 
restore implants on the very same day a tooth 
is extracted. Obviously this is not a procedure 
fit for every patient and every site, but when 
proper protocols are followed, it has proven to 
be a very effective treatment. 

High level research has proven that a lot 
has changed in recent years for implant 
restorations: indications for splinting 
implants, success rates of screw vs. cement 
retained restorations, zirconia abutments, 
screw covers, etc. The biology hasn’t changed, 
but the materials and methods have!

Aesthetics in implant dentistry can be 
challenging to say the least. Improvements in 
implant connections, abutments, and grafting 
materials have helped improve what can be 
done. On the restorative side, perhaps the 
greatest tool we have is the implant provisional 

(temporary). This is not to be confused with 
a temporary that we commonly use for a 
tooth-borne crown. The implant provisional 
is a special device that is used to preserve the 
peri-implant tissue shapes, improve grafting 
outcomes, and to test the aesthetics, phonetics, 
function, and biology of the proposed final 
restoration. This is one of those procedures 
that makes restoring implants so much easier 
and stress free. Fabrication of the provisional 
can be done chairside in about 30 minutes. 
Laboratories can also be tasked with making 
it, but this increases the costs and may result 
in collapse of the papilla during the days a lab 
needs to make it. 

Implant dentistry can be challenging 
(especially in the aesthetic zone), but 
with proper information, techniques, and 
materials, the dental team can create life-
changing results for our patients.  

implant restorations in 2017:  
Controversies, Innovations and Aesthetics

10am–12pm • 2 CEU, Core
Controversies and Innovations for 
Predictable Implant Restorations

1:30pm–4:30pm • 3 CEU, Core
Implant Restorations in the 
Aesthetic Zone

thursday

by todd Schoenbaum, DDS, FACD 
Associate Clinical Professor & Director  of 

Continuing Dental education at uClA

Wanted: the SddS Ce roundup
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9:45am–11:45am • 2 CEU, Core
Improving Clinical Quality and 
Providing Exceptional Service: 
A Practice Analysis that Helps the 
Whole Team Improve Everything

1:30pm–4pm • 2.5 CEU, 20%
Get a New Dental Practice Up and 
Running: Advice for Young Dentists 
on Building a Successful Practice

Friday

Almost all of us have done the first part and 
many of us have done the second part. There 
are as many stories about the transitions as 
there are dentists who participated in them. 
Two of the most common themes are “I had 
no idea how difficult is was to run a small 
dental business until I took over the practice,” 
and “I was totally unprepared for all the pre 
and post sale issues that arose during the 
transition.” The saddest stories are those 
where the transition did not work. Dentists 
suffer, their families suffer, and most of all 
the patients really suffer. To avoid the many 
difficulties proper preparation is essential. 

For new dentists (and senior dentists ought 
to read this part) the first key is to do some 
soul searching to decide just what kind of 
dentist you want to be. I don’t mean quality 
wise, every dentist should strive for the 
best quality possible. I mean, do you want 
to live and work in the city, treat mainly 
children, give back regularly, stay part of the 
university, challenge yourself with the newest 
and the best equipment and techniques and 
materials, see mainly seniors, create a spa 
atmosphere, be the family dentist, live and 
work in the suburbs, in rural communities, 
have a big staff, a small staff, be hands on with 
business or hands off, lead by example, by 
mandate, by consensus, and nitch yourself? 
The better you have an idea of you goals and 

aspirations, the better you’ll be able to find 
a practice that matches your desires. Your 
other important chore is to learn how to run 
a business. Dental school gave you some basic 
sense of what is important, but it’s actual 
practice that leads to a successful transition. 
Steal every bit of information and expertise 
that you can from each associateship, clinic 

work, and pro bono you participate in. Ask 
questions, offer to assist in the management, 
go to every staff meeting, watch for pitfalls 
and trouble spots. Bond with staff members 
and look at their job descriptions and find 

what works for them. The more you know, 
the less surprised you’ll be by the various 
issues of business management. 

For the senior dentist (and the new dentists 
should read this) the earlier you start the 
better. A practice booming along in the 
dentist’s 50s is often not the practice sold 
in the dentist’s 60s. Physical strength and 
mental sharpness start to decline with age. 
Add to that the motivation to continue to 
manage and grow a practice, and you will 
see an erosion of the production, number of 
new patients, and the value of the practice. 
Preparing for the eventual transition in 
your 50s insures that the practice will hold 
value in your 60s. Even though it adds some 
complexity to the practice, it’s important 
to consider an associate. To maintain the 
production, attract more new patients, and 
add vitality to the practice, an associate is 
essential. Finding the right associate takes 
some introspection of the practice, it’s 
philosophy and reason for existence. By 
spending time to look into what the practice 
projects to patients and the community, the 
senior dentist can do a better job of matching 
with a like minded associate. 

There are many additional issues that 
confront both the senior and the new dentist 
in a transition. Having an ongoing discussion 
with experts and other dentists in transition 
can guarantee success for all parties and keep 
patients happy and properly cared for.  

Some Thoughts on Transitioning  

into and out of dentistry 

by William Van Dyk, DDS
Associate Professor at  uoP  
Dugoni School of Dentistry

MidWinter Convention

class sPecial!

$99 special pricing for new dentists 
to attend the “Get a New Dental 
Practice Up and Running: Advice 
for Young Dentists on Building a 
Successful Practice” class only. 

Call SDDS to register with this  
special pricing!

The better you have an idea 
of you goals and aspirations, 

the better you’ll be able to 
find a practice that matches 

your desires.
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Wanted: the SddS Ce roundup

8am–9:30am • 1.5 CEU, Core
Out with the Old and In with the New – 
Coding Changes for 2017

Friday

10am–11:30am • 1.5 CEU, Core
The Wellness Centered Practice: 
Add the Health/Medical Dimension 
to Your Practice  

1:30pm–3:30pm • 2 CEU, Core
How to Avoid a Practice 
Insurance Audit

It’s getting more and more difficult for a 
solo dental practice to stay competitive.  
Group and corporate practices are taking 
an increasing amount of the market share. 
An increasing number of children get their 
dental coverage through Medicaid, SCHIP, 
and the Health Care Exchanges, so many 
practices need to plan for reduced or stagnant 
earnings.  Consumers have begun treating 
dental care like a commodity, and will often 
shop around to find the lowest price for a 
procedure. And, finally, major population 
shifts as Baby Boomers retire and factories 
move south mean that while Sunbelt practices 
may be booming, Northern practices could 
see their patients moving away.  In such a 
tough business climate, how can you grow 
your practice revenues and thrive?

One often overlooked area is providing 
adequate training for your office clerical 
staff. You and your hygienists participate 
in continuing education to maintain your 
licenses. You’re constantly honing and 
improving your skills. But what about 
your clerical staff? The odds are good that 
they learned the job from their coworkers. 
Inefficiencies and errors get passed on with 
each new hire.  You might have ideas for how 
they can improve, but do you have the time 
and skills to teach them what they need to 
know?

If your practice is struggling, here are three 
areas where better training can help you 
increase revenues.

 1: Phone skills

What happens when a new patient calls your 
office? Do they make an appointment, or do 
they hang up and never call back? Does your 
clerical staff answer calls promptly, or do 
they get overwhelmed? Are they accidentally 

putting people on hold or dropping calls 
because they’ve never learned how to handle 
a fast-paced office and multiple phone lines?

 For most of your patients, the phone is the 
first point of contact with your office. If calls 
go unanswered or get dropped, those new 
patients will probably never call you back. If 
your staff don’t know how to convince new 
patients to make an appointment, the office 
staff at one of your competitors’ offices will, 
and you’ll lose out.  

Good phone training can help your clerical 
staff become more efficient, more service-
oriented, and more skilled at selling your 
practice to potential new patients.

2: skilled billing of medical and dental 
insurance

Insurance billing has gotten more 
complicated, especially as more practices 
have started filing claims with medical 
insurers for certain procedures.  When your 
clerical staff hasn’t been trained in billing, 
you lose time and money. In my work as a 
consultant, I’ve studied which issues tend 
to slow down reimbursement from insurers, 
and most of them originate in the dental 
office with the clerical staff.  Only about 
5% of delays are a result of an error on the 
insurance company’s part (which still takes 
trained staff on your end to resolve).  Of the 
other 90% of delays:

•	 35%	 are	 a	 result	 of	 errors	 in	 patient	
demographics, addresses, employer 
information or practice information

•	 25%	 are	 because	 the	 staff	 filing	 the	
claim neglected to include supporting 
documentation or included the wrong 
supporting documentation

•	 20%	 are	 because	 the	 staff	 filing	 the	
claim did not include enough supporting 
documentation with the original claim

•	 10%	 are	 because	 the	 office	 had	 the	
wrong insurance card on file for the patient 
and had neglected to update it

•	 5%	are	because	a	patient	had	multiple	
insurances or another complex situation, and 
staff couldn’t figure out how to properly file 
the claim.

by Christine taxin 
Sponsored by banyan and Weave

the top 3 reasons  
that Training Clerical Staff is the Key 

to Growing Your Dental Practice 
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One often overlooked area is 
providing adequate training 
for your office clerical staff.



Volunteer
opportunities

SmileS for Big KidS
VOLUNTEERS NEEDED: Dentists willing to “adopt” patients for 
immediate/emergency needs in their office.

TO VOLUNTEER, CONTACT:  
SDDS office (916.446.1227 • sdds@sdds.org)

 
april 21-24, 2017 • san mateo event center 
october 5-8, 2017 • bakersfield/Kern county fairgrounds 
April 26-29, 2018 • anaheim 
october 25-28, 2018 • modesto

TO VOLUNTEER: www.cdafoundation.org/cda-cares

SmileS for KidS
VOLUNTEERS NEEDED: SFK Sites needed for the February 4th 
SFK Day. Call SDDS ASAP to volunteer!

TO VOLUNTEER, CONTACT:  
SDDS office (916.446.1227 • smilesforkids@sdds.org)

The gaThering inn

VOLUNTEERS NEEDED: Dentists, dental assistants, hygienists and lab 
participants for onsite clinic.

TO VOLUNTEER, CONTACT:  
Kathi Webb (916.743.5351 • kwebbft@aol.com) 

gloBal BrigadeS

VOLUNTEERS DENTISTS AND AUTOCLAVES NEEDED.

TO VOLUNTEER ABROAD VISIT: www.globalbrigades.org

TO DONATE AN AUTOCLAVE, CONTACT: 
Dr. Dagon Jones (dagonjones@gmail.com) 

auBurn renewal CenTer CliniC

VOLUNTEERS NEEDED: General dentists, specialists, dental assistants 
and hygienists.

TO VOLUNTEER, CONTACT:  
Dr. Steve Holm (916.425.6766 • sholm@goldrush.com)

CCmP

VOLUNTEERS NEEDED: GENERAL DENTISTS, SPECIALISTS, DENTAL 
ASSISTANTS AND HYGIENISTS.

ALSO NEEDED: DENTAL LABS AND SUPPLY COMPANIES TO PARTNER 
WITH; HOME HYGIENE SUPPLIES

TO VOLUNTEER, CONTACT:  
CALL! (916.925.9379 • CCMP.PA@JUNO.COM)

(CoAlITIoN For CoNCerNeD meDICAl ProFeSSIoNAlS)

One positive implication of these numbers is that since these errors 
happen on the practice end of the insurance filing, you can take 
steps to correct or avoid them.  Better training for your staff can 
streamline the filing process and help your practice resolve claims 
more quickly.

3: Patient billing and collections

Many procedures aren’t covered by insurance, and sometimes 
you won’t be sure what a patient’s financial responsibility is until 
you’ve filed an insurance claim and received a reply. If you don’t 
bill patients up front, you’re put into a position of having to bill 
after the fact.

This can get complicated. When there’s a lag between the time of 
treatment, billing insurance, and billing the patient, your patients 
may lose their sense of urgency. It becomes harder to collect 
payments and more accounts go into collections.  Some offices deal 
with this issue by outsourcing all of their billing and collections. 
However, this can be problematic in some areas. Depending on 
local culture, your patients may actually pay more quickly if the 
bills come from you than if they come from a distant contractor.

If you want to bill and handle collections on site with your current 
staff, they need training. Otherwise, they’re likely to be inefficient or 
even completely ineffectual at getting patients to pay for treatment. 
And, of course, if you don’t get paid, you can’t pay your own bills 
or run your practice.

In my work at Links2Success, I’ve seen first-hand what a difference 
well-trained clerical staff can make to a practice. If you’re ready to 
increase your profitability and efficiency, schedule a staff in-service 
day or days with an excellent trainer. You’ll be rewarded with a 
more skilled clerical staff and a better functioning office.  

If you’re ready to increase your 
profitability and efficiency, schedule 
a staff in-service day or days with an 
excellent trainer. You’ll be rewarded 

with a more skilled clerical staff and a 
better functioning office.
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Wanted: the SddS Ce roundup

The public used to be marketable by many 
avenues: television, mail, newspaper, flyers, 
and more. While many of these mediums 
still exist, the efficacy of their marketability 
is nigh non-existent. Now, the public is on 
the Internet.

Every day, Americans spend more time on 
the Internet than interacting with all other 
forms of broadcast and print combined. 
Society depends on the Internet. In the 
past two years alone, mobile devices 
have revolutionized the Internet’s access 
pattern. Despite the availability of desktop 
computers in recent decades, nothing is as 
accessible as the smart-phones in virtually 
everyone’s pockets. Internet contact 
frequency has exploded.

Three years ago, 12% of all Internet access 
came from mobile devices. Last year, the 
figure rose to 35%, and this year: 60%. 
Predictions for 2017 place mobile Internet 
access in the 70-80% range. Google’s 
algorithms are now redefined to focus on 
mobile sites, and this is only the beginning. 
Fun fact: There are more iPhones sold 
per minute than babies born per minute, 
worldwide.

A correctly developed website that Google 
embraces and the public responds to is the 
first step in attracting new patients by way 
of the Internet. A website is easy to make, 
but it’s what is under the hood that counts. 
Every single website is the amalgamation of 

hundreds to thousands of algorithms. Much 
like a credit score, the sum of the rankings 
of algorithms provides total search page 
ranking, or in essence, how visible your 
website is to the public.

There are seven major categories of 
algorithms that greatly impact your 
page ranking. The sum of your rankings 
determines how Google values your site 
relative to your competitors. Each year, 
Google tends to select one major algorithm 
to focus on. In 2013, it was ‘Number of 
Hits’; in 2014, it was ‘Time on Site’; in 
2015, it was ‘Content’; and in 2016, it was 
‘Responsive Website’ and ‘Server Speed’ 
(both focusing on mobile). The remaining 
two algorithms include ‘Longevity’ and 
‘Ease of Navigation’, which will always 
remain important. Cumulatively, these 
algorithms greatly contribute to an organic 
website page ranking. 

Branding your practice is the foundation 
for all other marketing; the more often, 
and longer, the public sees your branding, 
the better response you will receive in all 
marketing sources. Facebook can be a 
powerful conduit of cohesive branding.

Additionally, reputation management is a 
vital component of your marketing approach. 
The public often looks at reviews before ever 
laying eyes on your website. If you don’t have 
a high volume of positive reviews, the seeker 
may likely never visit your website at all.

Attract new patients 
from the internet

8am–9:30am • No CEU 
How to Attract New Patients Using 
the Internet

thursday

by Greg Sconce 
Infostar

search Approach

website Facebook

Google Ad-Words Facebook local Awareness

Seo Facebook Advertising

linked-in Google Advertising

Google Embraces & Public Responds Community Awareness & Branding

Targets Specific Search Terms Mobile Ads, Pixels & Boosts

Google Maps & Page-1 Listing Creates a Volume Website Traffic

Doctor(s) & Practice Profile Text & Display Ads; Ad Remarketing

pro-active approach

Figure 1
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1:30pm–4pm • 2.5 CEU, Core
Treating Snoring and Sleep Apnea in 
the Dental Of�ce – An Effective 
Protocol with Medical Billing

thursday

It is estimated that 22 million Americans 
suffer from sleep apnea, with 80 percent of 
the cases of moderate and severe obstructive 
sleep apnea (OSA) undiagnosed. 

If we accept the reports that a minimum of 
80% of Sleep Apnea is undiagnosed, then 
only 20% is actually addressed in any fashion.

The undiagnosed may fit into these categories: 

1. Patients have no idea that such a thing as 
Sleep Apnea exists. 

Hard to believe it but there are such people. 

2. They know about, but have no idea that they 
suffer from, Sleep Apnea.

"Isn't snoring normal?"  "Doesn't everyone 
wake up 4-6 times a night?" (Snoring is the 
tip of the iceberg; a warning sign.)

3. They know they have the symptoms of Sleep 
Apnea but are in denial. 

I know a smart lawyer who insists sleep apnea 
does not exist. He tells me that I am "just as 
bad as [his] wife" who listens to him snore and 
gasp for breath every night. He's in denial.

4. They know they have problems but refuse to 
do anything about it.

Some have heard horror stories about CPAP 
machines and simply do not want to take 
action. They need to learn about the oral 
appliance therapy (OAT).

5. Misdiagnosed Sleep Apnea.

There is a lack of knowledge of sleep apnea 
among many health professionals.It is often 
confused with ADHD and other diseases.

It is very difficult to get some of these 
Obstructive Sleep Apnea victims to want to be 
screened and diagnosed by just telling them 
that something is wrong. It is necessary for 
them to "see" it for themselves and for them 
to adopt a top down approach - of their own 
volition. 

The best way to do this is to educate them in 
the most simple, effective, non intimidating 
and cost effective way - we can show them 
films of OSA victims having sleep events.  We 
must find a way to get them diagnosed and 
filmed and then show them their results. This 
is a massive education deficit issue.

Come to the February MW meeting and 
learn more about how you can establish a 
Dental Sleep Medicine protocol and literally 
save lives.  

RefeRences

American Sleep Apnea Association  http://www.
sleepapnea.org/i-am-a-health-care-professional.
html

Indy Star, lauran Neergaard, http://www.indystar.
com/articles/9/186972-5719-052.html

Detroit Free Press, bill Dow, http://www.freep.com/
news/health/sleep2e_20041102.htm

Why Are So Many Cases of  
Obstructive Sleep Apnea Undiagnosed? 

by Marty R. Lipsey, DDS, MS
Sponsored by Sleep Group Solutions

Google and Facebook advertising can 
produce a volume of website traff ic 
comparable to SEO searches.  Facebook 
advertisements are especially successful, 
as they are a truly proactive approach; 
Facebook users are not searching for a 
dentist, but a properly marketed ad may 
lead them to your website.

the formula for successful internet 
marketing

There are two approaches that work hand-
in-hand (Figure 1)

1. A search of the internet approach     

2. A proactive approach

A search approach is when someone has 
a desire or recognizes a need, and then 
searches for their solution on the Internet. 
A proactive approach utilizes a verity of 
highly visible advertising sources directed 
to the public who may or may not already 
have a dentist.

Marketing accountability is paramount; 
every marketing source needs be tracked, 
and its effectiveness calculated and 
detailed in an easy-to-read monthly report. 
According to recent surveys, the above 
resources combined should yield 1.1 to 
1.5 new patients for every 100 hits to your 
website.  A successful campaign reach 800 
to 1,250 hits-per-month within its first six 

months, and maintaining a campaign can 
double or triple the traffic to your practice’s 
website within its first two years.

Learn how to create a cost effective marketing 
campaign at The SDDS CE Roundup, 
February 9-10. Attend the 8:00am-9:30am, 
"How to Attract New Patients Using the 
Internet," February 9th.  

MidWinter Convention
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9:45am–11:45am • 2 CEU, Core
Improving Clinical Quality and 
Providing Exceptional Service: 
A Practice Analysis that Helps the 
Whole Team Improve Everything

1:30pm–4pm • 2.5 CEU, 20%
Get a New Dental Practice Up and 
Running: Advice for Young Dentists 
on Building a Successful Practice

Friday

by William Van Dyk, DDS
Associate Professor at  uoP  
Dugoni School of Dentistry

There are numerous courses on ways to 
create a better restoration, or other ways 
to drill or impress better, and they are 
essential to improving the profession. But 
there are also many ways that the whole 
office can participate in the improvement 
of the clinical quality of the dentistry 
provided to patients. Some are a simple 
as a better topical anesthetic. Some are as 
complex as keeping the practice stress free, 
especially for those providing the clinical 
care. 

It’s a common belief that quality care suffers 
when the practice is having trouble making 
ends meet, or the team is dysfunctional. 
With a bit of help, most practitioners 
can come up with a list of ways in which 
they have improved the quality of their 
care through small changes in technique 
or equipment or office environment. The 
major problem is that the improvements 
aren’t being shared dentistry wide. 

Getting dental teams together to give each 
other advice on what works in their offices 
is a great method of quality improvement.  
They might learn how proper training 
of new employees and cross training of 
existing team members helps the dentist 
provide better quality. How the rubber 

dam tremendously improves visibility 
and subsequent quality. How vendors 
can actually provide hints on ways their 
products help the office take better care of 
patients. There are many more that can be 
incorporated immediately. 

At the same time, finding great service is 
almost a surprise in businesses these days. 

It’s equally surprising because study after 
study notes that customers will frequent 
more and spend more at businesses that 
provide better service. Why then do 

businesses not improve their service? Why 
do patients come into dental practices 
lamenting how poorly they were treated at 
their last dentist office? 

Some answers are obvious. For one, teams 
in practices with poor service sit around 
with each other complimenting themselves 
on their service, rather than assuming the 
service is bad and talking about how to 
improve it. Likewise, poor service practices 
focus on their own internal issues rather 
than focusing on the message they are 
communicating to their patients. Patients 
sense when they are valued and also when 
they are ignored. 

Other answers are less clear. For instance 
most customers/patients bond with a 
business because of the relationship they’ve 
developed with someone in the business, 
whether it’s the salesperson at Nordstrom 
or the cosmetologist from a salon, or the 
hygienist in the dental practice. 

The positive personal bond is what the 
customer/patient perceives as great service. 
In a practice that provides great service 
there is a recognition that everyone in the 
practice makes a difference. Proper and 
constant training to improve service is a 
key element of a business that demonstrates 
service excellence.   

Improve Clinical Quality 
and Service Excellence

Wanted: the SddS Ce roundup

Getting dental teams 
together to give each 
other advice on what 

works in their offices is a 
great method of quality 

improvement.

The positive personal bond 
is what the customer/patient 
perceives as great service. 
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8am–9:30am • 1.5 CEU, 20%
Generations at Work: Millennials to 
Middle Agers and More!

thursday

Change is the one constant for every 
organization. It is disruptive, challenging, 
exhilarating and exhausting for everyone 
regardless of position or generation.  According 
to a recent Deloitte survey, the millennial 
majority will transform our corporate culture 
from how we work to where we work. How 
can we prepare for this paradigm shift in our 
workforce?  

There is no definitive answer to that question. 
The various studies conducted and books 
written on millennials have different opinions 
as to what changes they will make agreeing that 
we are looking at redefining the way we think 
and work.  Business leaders cannot place all 
the blame on the next workforce. Technology 
is a driving force. Six months is a lifetime for 
a newly released app. Millennials and the 
generations that follow have adapted to a world 
of information overload and a social media 
revolution.  No doubt our workplace will be 
influx and will need to adapt to the “Millennial 
Majority” in the next five years.

Deloitte released a new report analyzing 
three years of data and discovered that 
“millennials want to be all in without 
sacrificing the flexibility.” The survey showed 
the next workforce want purpose-driven work. 
Blending work with purpose millennials is 
seeking technology that “enables innovation, 
collaboration, and flexibility. The survey key 
findings include the following:

•	 Purpose: While Millennials believe the 
pursuit of profit is important, less than 

half say it should be the most significant 
achievement of business.

•	 Technology: 80 percent of millennials 
agree that as technology develops 
further, work will become more 
fulfilling.

•	 Skills alignment: Millennials are less 
likely than other generations to say they 
"have the opportunity to do what they 
do best" at work. Only 28 percent of 
millennials feel their organizations are 
making full use of their skills.

•	 Innovation: Millennials indicate that 
they value learning innovative strategies 
and incorporating them into their work. 
However, 25 percent of millennials say 
the main barrier to innovation is the 
attitude of senior management.

•	 Well-being: Millennials identified 
“flexible working conditions and work/
life integration” as the No. 1 way 
organizations would have to change if 
they wish to improve retention.

The tide is changing and as leaders and 
managers try to manage the waves of change 
we need to look at the strengths of our existing 
workforce comprised of many generations. 
There is much we can learn from each other 
before we turn our leadership over to the 
“Millennial Majority.” The time to prepare is 
now!  

Millennial Majority the Tide of Change 

by Daniela Devitt
California employers Association 

SDDS Vendor member

MidWinter Convention

Select Practice Services

Bette Robin 
D.D.S. J.D.
BRE# 01255928

877-377-6246
Serving California

LOCAL AGENT AVAILABLE IN YOUR AREA

www.selectracticeservices.com 
drrobin@betterobin.com
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3pm–4pm • No CEU
Actionable Strategies and an 
Exploration of Your Options for 
Creating Your Retirement Paycheck

thursday

by thomas Chandler 
Ameriprise Financial - The Chandler Group  

SDDS Vendor member

Many dental practitioners today are 
facing difficult choices and asking serious 
questions about achieving their financial 
goals. Whether you're just starting out, 
growing mid-career, or nearing retirement, 
you need a map for making wise decisions 
about your money that will help enable you 
to achieve all that is important to you. 

Having guided hundred of clients over my 
23 year career, I've come to understand most 
Dentist lost wealth potential is not caused 
by obstacles such as pore investments, but 
by a lack of coordination across all areas of 
their financial lives. 

True Wealth Management is about more 
than just investments. The way we work 
with clients is to look at 4 key areas beyond 
investments that affect success in wealth. 
We look at helping clients decrease taxes 
and increase cash flow. We review any 
unexpected events that could wreck an 
otherwise solid financial plan. We discuss 
legacy issues and the impact clients will 
make on the people they care most about. 
And finally we discuss efficient charitable 
strategies to gain the most benefit for both 
the charity and our client's bottom line. 

When you are just starting out, it's 
imperative to take the time to make smart 
decisions with your budget and cash flow. 
To do this you need to think about today, 
tomorrow and the future. 

Today's needs are the most immediate 
– for example payroll, rent, and student 
loan payments Tomorrow's needs are the 
short-term milestones you see happening 
in the not-to-distant future. Will you buy 
a business, expand your operations or need 
new equipment? Future needs are your 
long-term milestones, your big dreams 10, 
20, 30 years from now. All too often I see 
well-meaning seasoned dentist counsel their 
younger colleagues to start saving as much 
as possible for retirement as soon as they 
can. However, you'd be better off to map out 
exactly what your vision of the future looks 
like before locking money away subject to 
hefty taxes and penalties should you need 
access prior to age 59.5. At lunch last week I 

had a conversation with a dentist in the mid-
career stage about this very topic. He stated 
"I made some poor decisions with my money 
early on. Everyone kept telling me just sock 
money away in a retirement account." As 
his business began to grow, he realized all 
his money was socked away for retirement, 
yet he was very young and needed money to 
expand his existing business. He opted to 
cash out his retirement plans; an expensive 
lesson to learn.

As your journey to financial independence 
takes its twist and turns, it's helpful to have 
a guide who can help you map out a plan. 
All too often I see colleagues simply doing 
what their friends are doing without truly 
understanding the impact to their future 
wealth. 

Last quarter I met with an Orthodontist, 
formed as an S-corp., who had instituted 
a 401k plan for her practice. It was quickly 
apparent that she was not getting the 
maximum benefit from the plan and that 
she was also in danger of potentially having 
her shareholder dividends recast as earnings. 
With a few key tweaks to her plan design, 
we were able to increase her tax savings from 
twenty-five hundred dollars annually to 
well over eighty thousand dollars annually. 
And at the same time increase the dollars 
contributed to the owner of the business 
from 70% to over 90%. 

These are just a few examples of the 
Compelling Conversations in Wealth 
Management we will be discussing at the 
2017 MidWinter convention. 

We look forward to seeing you there!  

Ameriprise Financial and its affiliates do not offer 
tax or legal advice. Consumers should consult with 
their tax advisor or attorney regarding their specific 
situation.

Ameriprise Financial Services, Inc. Member FINRA 
and SIPC.

Compelling Wealth Management Conversations:  

Guiding You on Your Journey to Wealth

Wanted: the SddS Ce roundup
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1:30pm–2:30pm • 1 CEU, Core
Am I Safe Yet? The Challenge of 
HIPAA Compliant Collecting

thursday

Which is true, if any, about your accounts 
receivable practices: 

•	 We are too busy to handle A/R. 

•	 Even though we know we should not 
let A/R languish, staff avoids paying 
attention to it. 

•	 Staff doesn't like to do A/R collections. 

•	 I have staff assigned to it, but they get 
easily distracted and it doesn't always 
get done.

•	  Our A/R is pretty good, so I don't 
worry about it. 

•	 We aren't focused on this issue.

Which, if any, are your true feelings about 
collection agencies: 

•	 We have systems in place, waiting a 
specific period of time to turn accounts 
over to collections. 

•	 It is a difficult process to decide to turn 
collections over to an outside vendor.

•	 Collection agencies have such bad 
reputations that I delay until I have no 
other alternative. 

•	 We don't like turning accounts over to 
collections because it reflects poorly on 
us- so we limit who we assign. 

•	 We don't like turning accounts over to 
collections due to the high commission 
rate, up to a 50%. 

•	 We aren't focused on this issue.

We've been out asking these questions. The 
outcome: most dental offices have nagging, 
outstanding A/R and you don’t want your 
patients in collections! 

However, many dental offices have up to 
40% of their billing in accounts receivable. 
Depending on your view of the revenue cycle 
-- cash, billing, accounts receivable (patient 
pay), pre-collect, third party collections-- 
you will see the causes differently. 

Dental offices wait up to 6-9-12 months 
or more before sending out a single pre-
collect letter and turning an account over 
to collections. That creates a big gap in the 

revenue cycle. Collection agencies believe 
the revenue cycle gap is between pre-collect 
and third party collections. If they can only 
get that pre-collect in their hands sooner, 
they will collect lots of money. At RCA, we 
recognized many practices were not efficient 
at collecting patient pay and their A/R is, in 
itself, a gap in the revenue cycle. 

We observed in the offices where those gaps 
were eliminated, A/R was brought down 
from 30-40% to 3-5% making third party 
collections practically optional. That is why 

we are issuing a challenge to our clients 
and members of the Dental Society: 97% 
of billing collected in 120 days. You may 
say we are crazy, but we know it can be 
accomplished by eliminating the gaps in 
the revenue cycle. Are you ready to accept 
the challenge? 

Start by sending in your answers to 
the survey questions at: http://www.
rcagrassvalley.com/survey/! See you at 
MidWinter to further discuss collections 
and HIPAA!  

Collections Means  
Solving a Bigger issue

by Ruth Schwartz
rCA revenue Services 
SDDS Vendor member

MidWinter Convention

Dental offices wait up to 6-9-
12 months or more before 
sending out a single pre-

collect letter and turning an 
account over to collections. 
That creates a big gap in the 

revenue cycle.
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sponsors and exhibitors

3M Oral Care
Access Dental Plan

Ameriprise Financial- The Chandler Group
Analgesic Services, Inc.

Bank of the West 
Banyan

BioHorizons
Blue Northern Builders, Inc.

BPE Law Group, PC
Brasseler USA

Burkhart 
CareCredit

Colgate Oral Pharmaceuticals
Comcast Business

Dentegra Insurance Company
Desco Dental Equipment

Dexis        
Digital Doc, LLC

Duncan Law | Duncan Tax
Easy Enterprises

Estrategy Total Waste Solutions
Fechter & Company, CPAs

First US Community Credit Union
GC America Inc.

GP Development
Henry Schein Dental

Heraeus Kulzer
InfoStar

Innova Periodontics & Implant Dentistry
Innovative Solutions CPAs & Advisors, LLP

Integrated Accounting Solutions
Integrity Practice Sales 

iSmile Dental Products, Inc
Kids Care Dental 

KP28 Dental Laboratory
Liberty Dental Plan

LumaDent, Inc
Mann Urrutia Nelson CPAs 

Neoss
OASYS Dream Systems 
Olson Construction, Inc. 
Pacific Dental Services

Parc Studio - Interior Design
Patterson Dental 

Premier Dental Products Company
Procter & Gamble / Crest & Oral B

Q- Optics
Resource Staffing Group

Retailers Credit Association
Sacramento Bank of Commerce

Sacramento Valley Dental Specialists
SD Reliance Management Inc. 

Shofu Dental
Sleep Group Solutions
Star Group Refining
Straine Consulting 

Sunstar
Supply Doc 

Swiss Monkey
TDIC

The Foundation for Allied Dental Education
The Payment Exchange

Thomas Wirig Doll 
Tri Counties Bank
TuttleNumbNow

Ultradent Products, Inc.
Ultralight Optics Inc. 

Weave 
Wells Construction, Inc. 
Western Practice Sales

Xlear/Spry

GC America Inc.

Thank You to Our Sponsors

Exhibitors
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show specials

15% off all orders placed 
during the SDDS show!

iSmile Dental Products

$1,000 off set up cost

Banyan

Raffling off 2 iPad Minis.  
One each day!  Just need 
a business card to drop 

into the pot!

Bank of the West

Stop by Ultradent, Booth 
#18 to receive 15% off all 

consumables and our award 
winning VALO curing light*. 
(*Excluding the VALO Grand)

Ultradent Products, Inc.
Get 16 CEU (AGD/PACE) 

in our two-day sleep 
seminars!  Nationwide 
locations, and leading 
instructors to help you 
be successful in Dental 
Sleep Medicine.  Get the 

show special of $999 for a 
Doctor, Office Manager, and 

2 Team members!

Sleep Group Solutions

New Employers! Sign up 
before February 17th and 
receive a complimentary 
job posting! Job Seekers: 
Download the free Swiss 
Monkey app and search 
for jobs today from your 

phone! Stop by Booth #19 
to learn more!

Swiss Monkey

Two Striper Diamonds: 
6+1, 10+3, 20+10 Two 
Striper 5-Packs NexTemp 

Temporary Cement: Buy 2 
get 1 of the same FREE 

Enamelon Treatment Gel:  
Buy 1 case (12 tubes)  get 

1 case FREE 

All Hand Instruments  4+1 
or 12+4 FREE

Premier Dental

Buy 1 Attachment Removal Kit
Get 1 BeautiSealant or  

1 PRG Barrier Coat Free
•

Buy 1 Beautifil II PINK Kit
Get 1 PINK Prep Kit Free

•
Buy 2 BeautiCem SA  
or 2 MonoCem Kits
Get 1 OneGloss PS  
Assortment Kit Free

Shofu

Complimentary Financial 
Statement Analysis and 45 

minute CPA consult.
Find out how healthy your 

dental practice is or learn how 
to best prepare it for sale.

Valid May through  
August, 2017.
$750 Value!

Innovative Solutions  
CPAs & Advisors
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meet the midwinter speakers
mark abramson, dds, Sponsored by Dream Systems Dental Lab

Mark Abramson, Consulting Associate Professor Stanford School of Medicine 
He established the Stanford University Medical Center's, Mindfulness Based 

Stress Reduction Clinic in 1996. Classes conducted every quarter since then with 
students enrolling from Stanford Integrated Medicine Clinic, Stanford University Health 
Improvement Program and university students registering through the medical school's 
psychiatry department. He is a Diplomat, American Academy of Orofacial Pain, Academy 
of Dental Sleep Medicine and American Academy of Pain Management. 

samer alassaad, dds, faGd, SDDS Member

Dr. Samer Alassaad has been in private practice in Davis, CA and a member 
of the SDDS since 2003. He has lectured to multiple local study clubs and 

published articles in "General Dentistry," the peer reviewed journal of the Academy of 
General Dentistry (AGD) about the management of asymptomatic enamel and dentin 
cracks. He currently serves as the president of the Sacramento-Sierra component of 
the AGD and an associate editor for the California AGD. He is a Fellow of the AGD and a 
Fellow of the International Congress of Oral Implantologists. 

michele allen, rdh, Sponsored by 3M

Michele Allen is an Oral Care Specialist in the greater Sacramento area. Michele 
has had the privilege to work for 3M for over 12 years as a local representative 

educating offices on preventive medications, restorative dentistry and orthodontic care. 
Michele graduated from the University of San Francisco business school with a minor in 
psychology. After finding Sacramento in the early 2000’s she realized this was home. Her 
passion for treating patients with the utmost care and education is well received both 
from patients and offices which are willing to invest in their oral care. 

ben anders, denton connor, terri davis, cPas,  
 Innovative Solutions (SDDS Vendor Member)

Denton Connor, CPA, Terri Davis, CPA, and Ben Anders, CPA are partners 
at Innovative Solutions CPAs & Advisors, LLP, a local accounting firm that provides 
proactive, concierge level support to dentists and dental practices. Denton has worked 
with small businesses in Northern California for over 30 years. He holds a master’s 
degree in taxation and specializes in year-round tax planning and in guiding business 
owners to financial success. Terri has worked in accounting for 30 years. Her focus 
and passion is on advising business clients and helping them achieve their financial 
goals through analysis of their financial statements, tracking performance goals, and 
tax planning. Ben has worked in accounting since 2004. He started his own accounting 
firm in 2009. He loves helping business owners grow their businesses and achieve their 
goals.

Joe blaes, dds
Dr. Joe Blaes created a unique, innovative, insurance-free, fee-for-service 
general practice in St. Louis, Missouri, that emphasizes preventive, esthetic, 

reconstructive and implant dentistry. Because of his interest in new and innovative 
materials and techniques, Dr. Blaes began writing “Pearls for Your Practice” in Dental 
Economics. His lectures and hands-on programs for dentists and auxiliaries have won 
rave reviews around the country. Dr. Blaes is a Fellow of the American College of Dentists. 

leslie canham, cda, rda
Leslie Canham is a Certified and Registered Dental Assistant with over 40 years 
of experience in dentistry. Leslie sought to continue her career by exploring the 

continuing education needs of dental personnel. Her research led to OSHA compliance 
training for dental offices. Dentists, astounded by Leslie's expertise began referring 
their colleagues to her. Soon her outstanding reputation spread throughout the dental 
community. Leslie's OSHA compliance seminars have become very popular, with encore 
presentations being scheduled years in advance. Leslie has added Infection Control, 
Dental Law Dental Practice Act and HIPAA seminars to her list of outstanding seminars.

thomas chandler, Ameriprise Financial - The Chandler Group  
(SDDS Vendor Member)

Mr. Chandler is a financial advisor and Managing Director of the Chandler 
Group, a financial advisory practice of Ameriprise Financial Services Inc. For over 23 
years he has provided wealth management solutions to business owners, professionals, 
and families in the greater Sacramento area. Since forming The Chandler Group he has 
been recognized as one of the top financial advisors in the Sacramento area having been 
selected a 5 Star Wealth Manager in both 2015 and 2016. Tom is an active member and 
sponsor of the Financial Planning Association of Northern California. 

daniela devitt, California Employers Association (SDDS Vendor Member)

As Director of the Training & Development, Daniela Devitt is responsible 
for all of CEA’s training & Outreach programs: CEA Leadership, Employee 

Development, Professional Edge Training Series, recruiting, outplacement and talent 
development for CEA employers. Daniela is a marketing specialist, keynote speaker, 
professional facilitator and trainer. 

david du, dds, SDDS Member

Dr. David Du completed his periodontal residency and obtained his MS in Oral 
and Craniofacial Sciences at the University of California at San Francisco School 

of Dentistry (UCSF) where he also obtained his DDS in 2012. He is trained in classical 
periodontal therapy including soft tissue grafting, pocket reduction surgery, periodontal 
regeneration, guided tissue regeneration, osseous surgery and implant related surgeries. 

debra s. finney, ms, dds, SDDS Member

Dr. Debra Finney is a board-certified periodontist and has a practice in Folsom, 
California. She earned a bachelor’s degree in dental hygiene from Idaho State 

University and a master’s degree in oral biology from the University of Washington. She 
graduated from the UOP Arthur A. Dugoni School of Dentistry in 1986 and continued her 
training with a research fellowship in stomatology at Baylor College of Dentistry followed 
by a residency in periodontics at the University of Texas San Antonio. Dr. Finney has been 
active in organized dentistry throughout her career. She was president of the California 
Dental Association in 2004 and has held numerous positions with the CDA and ADA. 

timothy G. Giroux, dds, Western Practice Sales (SDDS Vendor Member)

Hailing from the greater Chicago area, Dr. Giroux established his own dental 
practice in Scottsdale, Arizona, upon graduation from Creighton University, 

School of Dentistry in 1983. Relocating to Northern California upon selling his highly 
successful practice after 15 years, Dr. Giroux, a practice broker, brings a unique perspective 
and personal experience in dental associateships, practice start-up, sales, and work-back 
situations to serve and assist dentists during their transitions. Establishing their new home 
with their two children in Northern California, Dr. Giroux and his wife, Dr. Mona Chang, enjoy 
golf, snow skiing, water skiing, and ice hockey.

mitchell Goodis, dds, SDDS Member

Dr. Goodis graduated from Temple University School of Dentistry in 1979. 
He served in the U.S. Navy for four years active and four years reserve 

duty. Upon departure from the Navy, he had a private practice in State College, PA. 
He returned to active duty to complete a career in the U.S. Air Force. Retiring from 
the Air Force in 2002, he established a bilingual dental practice in Diamond Springs, 
California. He resides in Placerville and is married to Audrey Speicher Goodis, and has 
three daughters: Jenny, Jamie and Tiffany. 

david Jolkovsky, dds, SDDS Member

Dr. Jolkovsky has lectured nationally and internationally in the field of 
regenerative periodontics and implantology, is a Diplomate of the American 

Board of Periodontology (Board Certified), and is a Fellow of the American College of 
Dentists (FACD). He has contributed chapters to several textbooks on periodontology and 
implantology and has published original research in several journals. He is a member of 
the ADA, CDA, SDDS, American Academy of Periodontology, American College of Dentists 
and is a Lecturer at UCLA School of Dentistry and a clinical assistant professor at UCSF 
School of Dentistry teaching residents.

Parag r. Kachalia, dds, Sponsored by GC America and Burkhart

Dr. Parag R. Kachalia is the Vice Chair of Simulation, Technology, and Research 
and is a team leader within the University of the Pacific’s prestigious complex 

and esthetic rehabilitation program. He is a fellow of the American Dental Education 
Association’s leadership institute and American College of Dentists. He has lectured 
internationally in the areas of dental technology, adhesive dentistry, cosmetic dentistry, 
photography, fixed prosthodontics and dental materials, Dr. Kachalia acts as a consultant 
for many dental companies and helps guide product development. He maintains a 
private practice in San Ramon, CA with his wife Dr. Charity Duncan.

30  |  The Nugget • Sacramento District Dental Society



marty r. lipsey, dds, ms
Dr. Lipsey is a Sleep Group Solutions Instructor, and teaches Dental Sleep 
Medicine regularly. He is one of the foremost authorities on medical code billing 

for dental sleep medicine services by dentists. Dr. Lipsey received his DDS degree from 
UCLA and a Master of Science from Northwestern University Dental School. Dr. Lipsey is the 
founder of Dental Sleep Med Systems, offering dental teams assistance in implementing 
and/or improving their dental sleep medicine practices, including electronic medical billing 
and successful insurance coding and processing.

denise martinez, CDA Practice Support Center

Ms. Martinez brings over twenty years in the dental industry. Beginning her career 
as an RDA in private practice, she joined a large dental benefit plan organization 

where she spent 17 years honing her skills. She brings a wealth of experience in claims 
processing, dental Medicaid fraud investigation, administration of government plans and 
provider contracting.

marcella oster, rda
Ms.Oster co-founded and was president of EcoSolutions, the first company to 
provide comprehensive hazardous chemical waste management services to 

dental offices (including processing the chemicals). She has been teaching C.E and Osha 
classes for dental societies all over California. She is a RDA of 29 years and a Cal/Osha 
consultant for onsite inspections for dental offices in California..

trish osuna, rdh, Sponsored in part by  Q Optics

Tricia Osuna, RDH, BSDH, FAADH is a USC graduate, Past President and Fellow 
of the American Academy of Dental Hygiene and California Dental Hygienists’ 

Association Past President. Ms. Osuna is a lifelong CDHA/ ADHA member and a previous 
Member of the Dental Board of California and a Founding Member of the American Board 
of Facial Esthetics. Tricia is the 2015 recipient of the ADHA Alfred C. Fones dedication to 
leadership award. With 38 years of experience, and licensed in both California and New 
York, her experiences traverse the dental hygiene arena in a very unique way spanning 
a variety of roles including Consultant, Clinician, Educator, International Presenter, Author, 
Mentor as well as business owner.

Jake Puhl, Firegang Marketing

Mr. Puhl is the co-owner and co-founder of Firegang Dental Marketing. He began 
as a Digital Sales Manager for a company producing over $10MM in annual digital 

revenue, where he managed a 40 person team and 9,000+ clients. After marketing for 
small businesses for several years, he realized that new patient marketing was his calling. 
He noticed that the dental industry was lacking in online marketing strategies and stepped 
up to fill the void. Since then, he has been helping dentists achieve their dreams nationwide. 
He is also a co-author of the #1 selling book “How to Get New Dental Patients with the 
Power of the Web.” Mr. Puhl earned his Masters in Business Administration from Xavier 
University, and a Bachelor of Science in Marketing from Bowling Green State University.

todd schoenbaum, dds, facd
Dr. Schoenbaum is a full time Associate Clinical Professor at UCLA, the Director 
of UCLA Continuing Dental Education, and teaches residents and students in the 

UCLA Implant Center. He is the recipient of the scientific writing award from the JPD and has 
published over 40 papers in The Journal of Prosthetic Dentistry, CIDRR, Journal of Esthetic 
and Restorative Dentistry, Compendium, Journal of the California Dental Association, and 
others. He also maintains a private practice with Dr. Peter Moy with an emphasis on implant 
prosthetics.

ruth schwartz, RCA Revenue Services (SDDS Vendor Member)

Ms. Schwartz is an award winning public speaker and a Professionally Certified 
Business Coach and Consultant, who consulted in the collection industry for over 

five years before becoming the owner of Retailers’ Credit Association of Grass Valley, Inc. 
a collection agency in Nevada City, CA. Specializing in medical collections with a team of 
Professional Collection Specialists, she went on to become a Certified Collection Compliance 
Professional and Officer as well as a Health Care Collection Manager. Ruth brings a host of 
business services and expertise to her first love: helping independent practitioners thrive.

Greg sconce, InfoStar

InfoStar began in 1993, and continues to provide powerful Internet marketing 
and patient education software for the dental professional. Owner and Founder 

Greg Sconce pioneered dental Internet marketing from its conception, and spent the last 
23 years fine tuning the Internet marketing process to produce the results doctors deserve. 
InfoStar is Greg's fifth successful entrepreneurial business venture over the past 40 years, 

and his team includes some of the most knowledgeable minds in the industry. Greg 
is an accredited dental speaker, consultant, and mentor of dentistry; additionally, he 
served as a speaker and management trainer for Wells Fargo, as well as a financial 
broker and business adviser. For the first time in many years, Greg agreed to share his 
knowledge and experiences in an effort to successfully move SDDS members forward 
in the world of Internet marketing.

christine taxin
Ms. Taxin, with over 30 years in the dental and medical fields, owns a 
management consulting company and speaks throughout the country 

providing dentists and dental office teams with her expertise in medical to dental 
cross-code billing, administrative systems, internal and external marketing and 
financial planning. She has trained in management at LVI. She is currently a guest 
speaker for Henry Schein, Patterson Dental, Carestream Dental I -Cat Congress Dental. 
She presents for the American Association of Dental Office Managers, Pennwell’s 
Professional Dental Assisting and the New York Academy of General Dentistry. She is 
also an adjunct instructor at NYU College of Dentistry and teaches in the residency 
programs at Maimonides Medical Center, Jamaica Hospital and St. Barnabas Hospital.

Gregory tuttle, dds, SDDS Member

Dr. Tuttle, for more than 25 years, has practiced family and cosmetic dentistry 
in offices in both Sacramento and in Utah. Due to his progressive spirit, Dr. 

Tuttle founded TuttleNumbNow, LLC, a one-step localized interosseous anesthesia 
method, where patients experience instant numbness, allowing dentists to improve 
efficiency, eliminate excess and lessen their risk. As he passionately strives to 
advance dentistry, he has caught the interest of leading researchers, manufacturers 
and educators of the dental world. Dr. Tuttle takes his oath seriously as he ignites 
professionals with his practical and innovative approach to dentistry.

William Van dyk, dds
Dr. William van Dyk is a full time private practicing general dentist in San 
Pablo, California. In addition he serves as an associate professor at the 

University of the Pacific Dugoni School of Dentistry in the Department of Practice 
Management. He graduated from the University of the Pacific in 1973; served three 
years in the U.S Army; and purchased a practice in 1976. Since 1985 he has been 
speaking to dental audiences on various aspects of practice management. He was 
instrumental in the development of the ADA Success Seminar Series to dental school 
students, giving them real world information on starting a dental practice. He served 
on the ADA Council on Dental Practice for seven years and is a member of both the 
American and the International College of Dentists.

Victoria Wallace, lda
Victoria was trained in Minnesota and became a CDA, RDA in July of 1976. 
She is currently a LDA, licensed for expanded functions. This was to be a 

stepping stone to eventually become a Dentist. As soon as she started working as a 
chair side clinical assistant she knew it was where she was supposed to be on the 
dental team. Since 1996 Victoria has been a Product Educator for Ultradent Products. 
For the past 15 years she travels to dental schools from California to Minnesota helping 
to educate on tooth whitening, adhesives, and all restorative systems. Victoria has 
dedicated decades to helping educate dental team members by being a member of the 
ADAA, writing articles, lecturing at state dental meetings, and volunteering to assist on 
dental missions. Victoria has just finished a 7 year study on shear bond testing at UOP 
with 3 other dentists and presented their research at the American Dental Educators 
Association in Denver, CO.

ivy Zellmer, bsdh, rdh
Ivy has been practicing clinical dental hygiene in Northern California since 
2008 with a background in periodontics and general dentistry. For several 

years she has been presenting on the topics of periodontics and implantology, 
specifically assessment and maintenance techniques for the dental team. As a self-
proclaimed lifelong learner, Ivy is a current graduate learner at UCSF School of Dentistry 
pursuing a Master of Science degree in Dental Hygiene. Her research is primarily 
focused on implants, with the goal of standardizing peri-implant assessment protocols. 
Ivy is passionate about dental hygiene and works to move the profession forward. She 
is a former Trustee for the California Dental Hygienists’ Association, member of her 
national and state dental hygiene associations, and the American Academy for Oral 
Systemic Health.
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By Cathy B. Levering
SDDS Executive Director

Foundation
of the Sacramento 
District Dental Society

Start Your Year Helping a Child–
Volunteer for Smiles for Kids

Help by doing any of the following:

Please fill out the insert and return it  
if you are able to volunteer.

Work at a SFK Site on February 4th

Adopt-A-Kid (in your own office)

Donate to the Foundation

Dan Harlan, DDS 
Kreston Anderson, DDS 
Robin Berrin, DDS 
Deborah Buchanan, RDH 
Colleen Buehler, DDS 
Arthur Burbridge, DDS 
Carrington College  
Rachel Cavalli, RDH 
David Cernik, DDS 
Wai Chan, DDS 
Regina Cheung, DDS 
Mark Choi, DDS 
Robert Daby, DDS 
Margaret Delmore, MD, DDS 
Paul Denzer, DDS 
Scott Dexter, DDS 
Julianne Digiorno, DDS, RD 
Lisa Dobak, DDS 

Melissa Fong, DDS 
Arlenita Gomez-Croddy, DDS 
Matthew Gustafsson, DDS 
Kerry Hanson, DDS 
Kirk Hanson, DDS 
Dan Harlan, DDS 
Poge Her, DDS 
Russell Hirano, DDS 
Paul Johnson, DDS 
Sean Khodai, DDS 
Michelle Kucera, DDS 
Mark Kujiraoka, DDS 
Mark Lai, DDS 
Kayla Nguyen Dringenberg, DDS 
John Noe, DDS 
Donald Orme, DDS 
Gregory Owyang , DDS 
Dennis Peterson, DDS 

Mark Porco, DDS 
Dexter Quiggle, DDS 
Gabrielle Rasi, DDS 
Ron Riesner, DDS 
Jennifer Ryan, DDS 
David Seman, DDS, MS 
April Skinner, DDS 
Kate Varanelli, RDH 
Kim Wallace, DDS 
Dina Wasileski, DMD 
April Westfall, DMD 
Daniel Woodson, DDS 
Wesley H. Yee, DDS 
Janice Work, DDS

2017 Smiles for Kids Day is fast approaching and we still have 
room for more volunteers! In support of ADA’s “Give Kids a 
Smile” Campaign, the Sacramento District Dental Foundation 
will be hosting Smiles for Kids® Day 2017 on Saturday, 
February 4th to treat children who “fall between the cracks” 
in healthcare and children who would not otherwise receive 
dental treatment.

Thank You to Our Smiles for Kids Screeners!

sacRamento DistRict Dental founDation Does…

beauty and the beast 
Wednesday, June 28, 2017

9 to 5 
Wednesday, July 26th, 2017

sister act 
Tuesday, August 22nd, 2017

Dates are tentative, 
more information will be 
coming in Mid-February.
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Welcome,2017 SDDS  
Foundation Board of Directors!

President

Viren Patel, DDS 
Vice President

Kelly Giannetti, DMD, MS 

Treasurer

Kent Daft, DDS
Secretary

Bryan Judd, DDS

Wallace 
Bellamy, DMD

Bev Kodama, 
DDS

Steven 
Cavagnolo, DDS

Dennis 
Peterson, DDS

Robert Daby, 
DDS

Debra Finney, 
MS, DDS

Wai Chan,  
DDS

Mary Ann Harris, 
Associate Member 

P.S. Ask me about other solutions 
for your small business.

19
71
96

Sarah Greenway
916-899-6800
6508 Lonetree Blvd., Suite 104
Rocklin, CA 95765
sgreenway@allstate.com

CA Insurance Agent #:  0I43385

Help protect the health
of your business with
customized coverage.

ALLSTATE BUSINESS SHIELDSM for

I take your business personally.
Dental offices often face challenges beyond just their patients’ 
needs. I’m proud to offer Allstate Business Shield for Dental Offices. 
It’s customized protection designed specifically for your needs, such 
as electronic data compromise and equipment theft. Then you can 
focus on what matters most . . . your patients. My business can help 
protect yours. Call me today.

Subject to terms, conditions and availability. Allstate Insurance Company. ©2016 Allstate 
Insurance Company

Thank You for Volunteering to Serve!
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you you are a DentIst.  You’ve been 
to school, taken your Boards and settled 
into practice. End of story?

Not quite. Are you up to speed on tax 
laws, potential deductions and other 
important business issues?

In this monthly column, we will offer 
information pertinent to you, the dentist 
as the business owner.

the DentIst,                                         
the busIness oWner

The goodwill of any practice is the most 
important aspect of a practice transition. The 
value of the practice is generally determined 
almost exclusively by its gross receipt & net 
profit. Generally speaking, it is not unusual for 
the equipment to be worth only about 10-15% 
of the actual purchase price & the allocation 
for tax/accounting purposes is normally only 
about 20% or so of the asking price. So, what 
does that have to do with the staff?

The staff is a key component in the transfer 
of the goodwill of the practice to the buyer of 
the practice. Normally they are not informed 
of the impending sale of the practice until all 
the contingencies of the contract are met, but 
when the time comes to inform the staff, it 
needs to be done with regards to making sure 
the staff is on board with the new buyer. They 
will sometimes be shocked & saddened at the 
news. They will sometimes believe that they 
might lose their jobs & begin to look for a new 
job, when in fact, they are more important to 
the new buyer than they ever have been to 

the seller. We strongly advise any new buyer 
to keep everything concerning the staff as is, 
including pay, hours, vacation & vesting in a 
pension plan where applicable. 

Recently one of my clients asked his insurance 
carrier if there was any special advice they 
had in the sale of his practice. This particular 
company is one of the largest & most well-
known dental insurance carriers in his state. 
They actually did have a package for him to 
give to all of his employees. In this package 
was a form letter that simply stated that the 
staff was all fired upon the sale of his practice. 
It also encouraged the seller to write all of the 
staff’s final checks & distribute them on or 
just before the date of the close of the sale. 
The seller followed these instructions to the 
letter & on Monday, the new buyer arrived 
at the practice without two of the employees 
even showing up for work! Just the week 
prior, the buyer actually did meet the staff, 
bought all of them lunch & told them that he 
looked forward to working with them. They 

were obviously confused after receiving the 
package with their termination check they 
were given by the seller just days later.

While it should be self-evident that all of the 
staff’s positions are essentially “terminated” 
as the prior business no longer exists, there is 
obviously a better way to break this news. I am 
confident that the attorney for the insurance 
company that came up with this plan has a 
great argument as to why the staff needs to 
understand the completeness of the transition.  
What he failed to understand is that he now 
exposed his client to possible action against 
him if the buyer fails & part of the reason 
given is that the staff issue caused improper 
transition of the goodwill of the practice.

It is our recommendation that the buyer 
and seller work together to carefully explain 
the process with their staff and assure them 
that they are a highly cherished asset in the 
transition.  

How NOT to Tell Your Staff You Just 
Sold Your Practice!

by tim Giroux, DDS 
Western Practice Sales 

(SDDS Vendor member)

WESTERN PRACTICE SALES 
John M. Cahill Associates 

800.641.4179 

Tim Giroux, DDS Jon Noble, MBA 

What separates us from other 
brokerage firms? 

 
 
 

Our extensive buyer database allows us to offer you 
    

A Better Candidate 
A Better Fit      

A Better Price 
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Merchant Services Made Simple
The Payment Exchange offers businesses the latest 
credit card processing solutions in the industry today.  

Your Association Dues are Covered – Call us TODAY! 

Local, Licensed, 
Customized Service

Kraig Speckert, President
kraig@thepayx.com
916.635.8800 ext. 301
www.thepayx.com

“Security, Support and Savings are why 
I choose The Payment Exchange.”

  — Dr. Alan C. Pan
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Dr. Gary Ackerman
recipient of the 

Dr. Gordon harris 
Distinguished Member Award 

Installation of Officers and Awards
The SDDS 2016 holiday Party

Photos on the left page

1. Dr. Archibald was surprised by her good friend 
and colleague, Dr. Kevin McCurry (who traveled 
from Wyoming). 

2. The Past Preidents of SDDS; Drs. McCurry, 
Hooper, Daft, Bellamy, Rollofson, Carrington, 
Chan, Jones, Campbell, Douglass, Ackerman, 
Patel, Daby and Richardson.

3. Dr. Alpha and his wife with Dr. Nelson.
4. Drs. Campbell, Prodhan-Ashraf and Hooper.

5. Dr. Bellamy and Cathy having a good time on 
the dance floor.

6. Dr. Archibald presenting Dr. Bellamy with the 
2016 President's plaque. 

7. Drs. Nath, Patel and Rasheed.
8. Dr. Campbell announcing the 2017 Foundation 

Board Members; Drs. Patel, Daft, Bellamy, 
Judd, Kodama, Chan and Daby.

Dr. Viren Patel
recipient of the 

2016 President’s Award 
presented for outstanding leadership, team spirit, support and 
general love and passion for both SDDS and the Foundation. 
Whenever asked, he came forward to help and lead — a true 
mentor to Dr. Bellamy.

presented for demonstrating outstanding leadership qualities and 
showing dedication to the dental profession above and beyond 
the call of duty through his endless hours of volunteer service. Dr. 
Ackerman has served SDDS, our Foundation and CDA in many 
leadership positions. More than that…he is the consummate 
volunteer for many projects!
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916.570.3088  •  www.SacTMD-OrofacialPainStudyGroup.com

Sacramento TMD Orofacial Pain Study Group 
Comprehensive 12-month Course Starting January 2017

Louis Gallia MD, DMD, FACS presents a comprehensive 
study club focusing on the complex diagnosis and treatment of 

Temporomandibular and Orofacial Pain Disorders. This course is 
intended to help participants to become TMJ masters. The interactive 
study club will provide lecture and hands on exposure to this interesting 
group of disorders. Whether you are a novice or experienced TMD 
practitioner, this course will greatly enhance your ability to diagnose and 
treat the TMD orofacial pain patient. This course will be comprehensive, 
with the goal being to give dentists the tools to safely and predictably 
treat a difficult patient population. We will be bringing in outside 
speakers to enhance the learning experience, as well as lectures, literature 
review and case presentations. Live demonstrations of techniques 
including splint design, Botox injections, trigger point injections, 
intra-articular steroid injections diagnostic blocks will be included. A 
demonstration of your knowledge will be shared to the group through 
the presentation of case studies. Given the intense nature the course, 
participation will be strictly limited, so maximum learning can take place.                                                                                                                             

36 Hours CDE | Free Tuition SDDS Members

916.259.2838
3517 Marconi Ave #100
Sacramento, CA 95821

*Call for an appointment

Northern California’s First Stand Alone
All Inclusive Dental Showroom

Now you can come try
out the equipment 
you're purchasing!*

Desco Dental Equipment
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mar

15
Wednesday
12Pm-1Pm

Building Strong and 
Engaged Teams  
1 ceu, 20% • $40

Sign up online at sdds.org

you
the DentIst, the employer

you are a DentIst. You are also an 

employer. Employee evaluations, hiring 

and firing, labor laws and personnel files 

are an important part of that. This monthly 

column, will offer current employment 

law information pertinent to you —  

the dentist, the employer.

SDDS HR Hotline
New exclusive Number  
Free to sDDs members!

888.784.4031

memBer

BenefiT!

Compensatory Time or as it’s more 
commonly referred to “Comp Time” is an 
alternate way of rewarding or providing 
compensation for overtime work. Instead 
of paying an hourly employee time-and-
a-half for working more than 40 hours in 
a normal work week, employers allow that 
same employee to “bank” those overtime 
hours.  This banked “comp time” can then 
be used at a later date at the employee’s 
discretion for personal time off with no loss 
in pay.  This works well for public sector 
employers, however is not legal for those of 
us in the private sector.  

The Labor Commissioner has made it 
clear that Labor Code §§ 204.3 and 

513, and the applicable Wage Order, do 
not authorize “compensating time off.” 
Specifically, compensatory time provisions 
are only applicable under the federal law 
to state and local government employees; 
the compensating time provisions under 
federal law are not applicable to employees 
of private employers.

California has daily and weekly overtime 
– if nonexempt employees work more than 
eight (8) hours in a day or forty (40) hours 
in a week, they get time and ½ for the extra 
hours, or double time for hours worked 
beyond twelve (12) in a day or beyond eight 
(8) on seventh day. Nonexempt employees 
in California have to be paid accurately  for 

all hours worked – so providing a “credit” 
or extra time off in exchange for extra hours 
worked violates California law. 

Some private employers may want to provide 
“comp time” to their exempt employees 
who work extra days or burn the candle at 
both ends. Remember, exempt employees 
get paid the same whether they work one 
day or seven. If you want to provide a 
benefit to recognize extra work, there are 
different policy decisions you can make to 
accomplish this but it will never be “comp 
time.” 

Call CEA today to discuss your policies and 
get assistance with your HR questions.   

Jan

18
Wednesday
12Pm-1Pm

Labor Law 2017 
1 ceu, 20% • $40

Sign up online at sdds.org

aPr

19
Wednesday
12Pm-1Pm

Alternate Workweek  
1 ceu, 20% • $40

Sign up online at sdds.org

SDDS Salary Survey is now available!
It'S $99, If you PaRtIcIPateD you get It foR fRee!

2017 Employee Handbook 
on Sale now foR $85

Comp Time Is Not Legal  
for Private Sector Employees
by Kim Parker, Ceo
California employers Association (SDDS Vendor member)

HR Webinars are a one hour online and audio seminar you can listen to while you have your lunch or while you are on the road. You will 
only need a telephone, cell phone and/or computer (computer not required). All you need to do is dial, listen and ask questions if you 

desire. The goal of the HR Webinars is to educate you on upcoming law changes, building strong teams and much more.

our hr Webinars are Knowledge right at your fingertips (or Keyboard)!
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Welcome,2017 SDDS  
Executive Committee  
and Board of Directors!

SDDS LEADERS!
Thank you, interested in becominG an sdds leader?

see the sdds nominating form inserted in this issue of The Nugget!

Executive Committee ................................... Trustees .........

Ex-officio

Carl Hillendahl, DDS
Editor-in-Chef 

Cathy Levering
Executive Director

President

Nancy Archibald, DDS
President Elect/Treasurer

Margaret Delmore, MD, DDS
Secretary

Bryan Judd, DDS
Immediate Past President

Wallace Bellamy, DMD

Board of Directors ............................................................
Guy Acheson, DDS 

General Practitioner                                     
SDDS Member since 1983

Jag Heir, MD, DDS

Oral & Maxillofacial Surgeon                                    
SDDS Member since 2006

Greg Heise, DDS

Oral & Maxillofacial Surgeon                                    
SDDS Member since 1993

Adrian 
Carrington, DDS 

Terrence 
Jones, DDS

Volki Felahy, DDS

General Practitioner                                      
SDDS Member since 2002

Lisa Laptalo, DMD

General Practitioner                                      
SDDS Member since 2007

Matt Korn, DDS

Periodontist                                   
SDDS Member since 1993

Beverly Kodama, DDS

General Practitioner                                      
SDDS Member since 1983

Wesley Yee, DDS 

General Practitioner                                     
SDDS Member since 1978
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Committees for 2017 are “Rollin’!”
Thanks to nearly 300 SDDS members who 
have “agreed,” “volunteered,” “signed up,” 
“jumped in” to serve on our 2017 SDDS 
committees and task forces! It’s going to be 
a great year.

It is the SDDS theme that… “many hands 
make light work”… and that’s how we 
roll. With committee members’ input, 
the committees make recommendations, 
suggestions and plans all in line with our 
strategic plan. When there are issues to 
weigh and discuss, recommendations to 
make, and changes to be done, it is at the 
committee level where it begins. It then goes 
to the Board for action. We always focus 
on what the members need and what the 
members want from SDDS. We do surveys. 
We always listen to our members’ input (and 
you tell us your opinions… a lot!).

Now, that said, the immediate answer from 
members is usually… “I want everything for 
free!” Obviously, that’s impossible. But we 
strive to keep our benefits reasonable;  CE 
course pricing is low (CE pricing hasn’t been 
increased since 2001); our dues for SDDS are 
only $390 and that has stayed constant for 
many years. We focus on member benefits 
that can be delivered for free, such as:

•	 The HR Hotline

•	 Salary Survey (if you participated, it 
is free; 300 of our members did)

•	 Member information and resources 
when you call – a live voice always 
(doctor line is 446-1227; public line 
is 446-1211)

•	 Vendor member resources

•	 Peer review services

•	 Member Referrals

•	 Member recruitment (to keep our 
market share at 80%!)

•	 And, obviously, much more

So, thank you to our volunteers for the 
work they do. Thank you to our leadership 
for being open and willing to volunteer to 
be leaders and go through the chairs. And 
thank you members – always – for being 
members who care, who respond, who tell 
us what you think, who support our projects, 
events and activities and who are PROUD to 
be SDDS members.

Thank you. A lot! 

By Cathy B. Levering
SDDS Executive Director

Standing Committees
cPR committee
Jan 24

ethics
Jan 23 • May 23

nominating/leadership 
Development
Jan 24 • Feb 28 

Peer Review committee
Jan 3

Foundation
foundation Board
Mar 20 • May 23 • Sep 19 • Dec 5

golf tournament                                  
Jan 23 • Mar 27

Other 
Sac Pac
May 3

cDa Delegates
Nov 6 • Nov 8

Advisory Committees
continuing education advisory
Jan 31 • Apr 10

Mass Disaster/forensics advisory
TBA

fluoridation advisory
Yolo County
Schedule as needed

nugget editorial advisory
Feb 27 • May 23 • Sep 19

Strategic Plan advisory 
Schedule as needed

Budget and finance advisory 
Schedule as needed

Bylaws advisory
Schedule as needed

legislative advisory 
Jan 24 • May 22

Leadership 
Board of Directors
Jan 3 • Mar 7 • May 2 • Sep 5 • Nov 7

executive committee
Feb 17 • Apr 7 • Aug 18 • Oct 6 • Dec 1

Task Forces
general anesthesia
Jan 23 • Apr 4

Member events & Benefits 
Jan 23 • Apr 4

amalgam Separators
TBA

2016 SDDS Committees Schedule
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We’re Blowing 
 your horn!
Congratulations to...
mark holt, ddS, mS, for bringing on Dr. Tyler Holt to his 
orthodontic family! Dr. Tyler is committed to giving patients 
exceptional care and superior orthodontic treatment (1)

1Congratulations to SDDS   
Members Serving CDA!
gary ackerman, ddS  
Delegate, ADA Delegation 
Member, CDA Presents Board of Managers

nima aflatooni, ddS  
Delegate, ADA Delegation 
Member, Government Affairs Council

Brad archibald, ddS  
Member, Council on Peer Review 

wallace Bellamy, dmd  
Member, Leadership   
 Development Committee

matthew Campbell, ddS  
Delegate, ADA Delegation 
Member, CDA Foundation  
 Audit Committee

adrian Carrington, ddS 
Trustee, Board of Trustees

wai Chan, ddS 
Member, Government Affairs Council

Volki felahy, ddS 
Member, Judicial Council

Terrence Jones, ddS 
Trustee, Board of Trustees 
Member, Finance Committee

Kevin Keating, ddS 
Director, TDSC Board of Directors 
Director, TDIC/TDIC Insurance Solutions  
    Board of Directors 
Delegate, ADA Delegation 
Treasurer, Board of Trustees 
Secretary, CDAHCI Board of Directors 
Treasurer, Executive Committee 
Chair, Finance Committee 
Member, Thirteenth District  
    Steering Committee

matthew Korn, ddS 
Member, Well-Being Committee

donald rollofson, dmd 
Delegate, ADA Delegation 
Director, CDA Foundation Board of Directors

Christy rollofson-Porrino, ddS 
Delegate, ADA Delegation 
Member, CDA Presents Board of Managers

russell webb, ddS 
Member, CDA Foundation CDA Cares  
    Management Advisory Committee

Stephanie Sandretti, ddS 
Delegate, ADA Delegation 
Member, Government Affairs Council 
Member, CDA Foundation Grant and  
    Scholarship Advisory Committee

let us KnoW your neWs!

Get married? Pass your boards? Got published? Let us know 
your good news and we will feature it in "Blowing Your Horn." 

Send us your news to sdds@sdds.org to let everyone know 
about the great things that are happening!

Congratulations to all  
    our awesome members!
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E D U C A T I O N A L  P R O G R A M
RDAEF2

Contact Us for the Next Program Start Date
(916) 358-3825  •  office@thefade.org  •  thefade.org

The FADE Institute, 4995 Golden Foothill Parkway, Suite 100, El Dorado Hills, CA 95762  

The Next Generation of Licensure
Our program offers RDAs, RDHs and existing RDAEFs an affordable opportunity to 
complete the education and qualify for licensure to perform procedures such as:
• Cord retraction
•	 Taking	final	impressions	for	permanent	restorations
• Adjust and cement permanent indirect restorations
• Perform oral health assessments and preliminary evaluations 
• Place amalgam and composite restorations

The newest educational institute for allied dental education, the FADE Institute, is pleased to offer 
Registered Dental Assistants and Dental Hygienists the opportunity to advance into the next generation 
of restorative licensure and providership – the RDAEF2.

Dedicated to continuing education and lifelong learning, the FADE Institute’s programs and courses 
offer professional development opportunities for the entire allied dental team. Our EF2 program is 
self-paced and affordable while offering comprehensive education, testing, and clinical competency 
assessment in preparation for licensure as a clinical restorative provider.

Proud vendor member of the Sacramento District Dental Society



The way we put it all together,  
helps you operate a productive practice and 
deliver the best possible patient experience.

Practice Care is Our Priority
At Henry Schein Dental, our mission is to improve the lives of those we touch by  
focusing on practice care, so dental professionals can focus on patient care.

Practice care is a combination of efficient solutions and integrated technologies 
designed to help you operate a productive practice, attain your business goals,  

and assist in the delivery of quality patient care.
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CLIP OUT this handy NEW MEMBER UPDATE and insert it into your DIRECTORY under the “NEW MEMBERS” tab.

New Members January 
2017

Sheri Bernadette, ddS
Dual Member
Endodontist
(530) 277-9818
576 N Sunrise Ave Ste 140
Roseville, CA 95661

Dr. Sheri Bernadette graduated from New York 
University in 1989; and Boston University in 
1991. Fun Fact: Dr. Bernadett loves to cook 
with family and friends, and hike the many 
trails of the Sierra Nevada - especially along the 
Yuba River.

JefferSon Clark, ddS
Transferred from Tri-County Dental Society
Prosthodontist
(916) 786-6676
2350 Professional Dr Ste 100
Roseville, CA 95661

Dr. Jefferson Clark graduated from Loma Linda 
University in 2013, and 2015. Fun Fact: He 
grew up in Okefenokee Swamp, in Georgia!

Jean CreaSey, ddS
Affiliate Member
Endodontist
(530) 265-5815
216 S Pine St
Nevada City, CA 95959

Dr. Jean Creasey graduated from UCSF School 
of Dentistry in  2001. Fun Fact: Dr. Creasey 
works with the Batwa Pygmy community 
in Uganda, loves volunteer adventure travel, 
cooking, painting, and is occasionally 
compelled to write whimsical poetry.

tyler holt, ddS
2nd Generation Dentist
Orthodontist
(916) 786-9282
1421 Secret Ravine Pkwy Ste 121
Roseville, CA 95661-6045

Dr. Tyler Holt graduated from University of 
Oklahoma in 2014 and 2016.

alan tanner, ddS
2nd Generation Dentist
General Practitioner
(916) 966-1473
8089 Madison Ave Ste 2
Citrus Heights, CA 95610

Dr. Alan Tanner graduated from UOP 
Aurthur Dugoni School of Dentistry in 2016.

Pending Applicants
Albert Cu, DDS 
Carl Fleischmann, DDS  
Ayman Ghobashy, DDS 
James Mungcal, DDS 
Kyle Nunley, DDS

Congratulations 
Life Members
Roger Reich, DDS 
Steven Brown, DDS 
Rick Pertler, DDS 
John Riach, DMD 
Jeffrey Vernon, DDS 
Kenneth Marti, DDS 
Charles Stamos, DDS 
Alan Rabe, DDS 
James Childress, DDS 
Robert Holt, DDS 
Lawrence Chu, DDS 
Kathleen Shanel-Hogan, DDS 
Donald Lovett, DMD 
Donald Rollofson, DMD

      

ToTal 
memBerShiP
(as of 12/7/16:)

1,686

ToTAl ACTIVe memberS: 
1,340

ToTAl reTIreD 
memberS: 244

ToTAl DuAl 
memberS: 6

ToTAl AFFIlIATe 
memberS: 14

ToTAl STuDeNT/ 
ProVISIoNAl
memberS: 9

ToTAl CurreNT 
APPlICANTS: 7

ToTAl DhP 
memberS: 58

ToTAl NeW 
memberS For 2016: 101

MARKET 
ShARE:

80%
Retention Rate: 95.2%

welCome
to sDDs’s 
new members, 
transfers and 
applicants.

IMPORTANT NUMBERS:
SDDS (doctor’s line) . . . . . (916) 446-1227

ADA  . . . . . . . . . . . . . . . (800) 621-8099

CDA  . . . . . . . . . . . . . . . (800) 736-8702

CDA Contact Center . . . (866) CDA-MEMBEr

  (866-232-6362)

CDA Practice resource Ctr . . cdacompass.com
TDIC Insurance Solutions . (800) 733-0633

Denti-Cal referral. . . . . . . (800) 322-6384

Central Valley 
Well Being Committee . . . (559) 359-5631
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916.784.6982 • gayles@dmsolutionsinc.com

• Consulting & Management
• One Time, Month-to-Month or On-Going Projects

Assistance Designed to Enhance  
Practice and Team Performance

Contact us  
today  

for your onsite
“customized”  

Practice  
Enhancement  

Workshop

Smiles for Kids Day Reminder

This year Smiles for 
Kids day will be on 
February 4th. Make 
sure to save the date 
on your calendar!

Advertiser inDex
Dental Supplies, Equipment, Repair

Analgesic Services Inc. . . . . . . . . . . . . . . . . . . . . . . 48
burkhart Dental Supply.  .  .  .  .  .  .  .  .  .  .  .  .  .  .  .  .  .  .  .  .  .  . 48
Desco Dental equipment. . . . . . . . . . . . . . . . . .  38, 48
henry Schein Dental.  .  .  .  .  .  .  .  .  .  .  .  .  .  .  .  .  .  .  .  .  . 44, 48
heraeus Kulzer.  .  .  .  .  .  .  .  .  .  .  .  .  .  .  .  .  .  .  .  .  .  .  .  .  .  .  .  .  48
Patterson Dental. .  .  .  .  .  .  .  .  .  .  .  .  .  .  .  .  .  .  .  .  .  .  .  .  .  .  . 48
Supply Doc. . . . . . . . . . . . . . . . . . . . . . . . . . . . . . . 48

Dental Laboratory
KP28 .  .  .  .  .  .  .  .  .  .  .  .  .  .  .  .  .  .  .  .  .  .  .  .  .  .  .  .  .  .  .  .  .  .  .  . 49

Dental Practice
Kids Care Dental  .  .  .  .  .  .  .  .  .  .  .  .  .  .  .  .  .  .  .  .  .  .  .  .  .  .  . 48

Dental Services
Pacific Dental Services.  .  .  .  .  .  .  .  .  .  .  .  .  .  .  .  .  .  .  .  .  .  . 48

Dental Specialist
Innova Periodontics & Implant Dentistry .  .  .  .  .  .  .  .  .  . 48

Education
beyond the Tooth – Coach Ike, DmD . .  .  .  .  .  .  .  .  .  .  . 17
Sacramento TmD orofacial Pain Study Group. . . . . 38
The Foundation for Allied Dental education. .  .  .  . 43, 48

Financial, Insurance & Investment Services
Allstate - Sarah Greenway  .  .  .  .  .  .  .  .  .  .  .  .  .  .  .  .  .  .  .  . 33
American Pacific mortgage . . . . . . . . . . . . . . . . . . . 49
Ameriprise Financial – The Chandler Group  .  .  .  .  .  .  . 49
Care Credit. .  .  .  .  .  .  .  .  .  .  .  .  .  .  .  .  .  .  .  .  .  .  .  .  .  .  .  .  .  .  . 49
Fechter & Company. . . . . . . . . . . . . . . . . . . . . . . . . 49
First uS Community Credit union . . . . . . . . . . . . . . 49
Fountainhead Wealth, Inc.  .  .  .  .  .  .  .  .  .  .  .  .  .  .  .  .  .  .  .  .  49
lIberTY Dental Plan  .  .  .  .  .  .  .  .  .  .  .  .  .  .  .  .  .  .  .  .  .  .  .  . 49
Innovative Solutions CPAs & Advisors, llP . . . . . . . 49
Integrated Accounting Solutions . . . . . . . . . . . . . . . 49
mann, urrutia, Nelson, CPAs  .  .  .  .  .  .  .  .  .  .  .  .  .  .  .  . 8, 49
miner Financial . . . . . . . . . . . . . . . . . . . . . . . . . . . . 46
The Payment exchange .  .  .  .  .  .  .  .  .  .  .  .  .  .  .  .  .  .  . 35, 49 
rCA Collection Services . . . . . . . . . . . . . . . . . . 17, 49
Sacramento bank of Commerce  .  .  .  .  .  .  .  .  .  .  .  .  .  .  . 49
TDIC & TDIC Insurance Services . . . . . . . . . . . . . 4, 49

human Resources
California employers Association (CeA)  .  .  .  .  .  .  .  .  .  . 48
resource Staffing Group. . . . . . . . . . . . . . . . . . . . . 48 
Swiss monkey. . . . . . . . . . . . . . . . . . . . . . . . . . . . . 48

Legal Services
bPe law Group . . . . . . . . . . . . . . . . . . . . . . . . . . . 48
Wood & Delgado  .  .  .  .  .  .  .  .  .  .  .  .  .  .  .  .  .  .  .  .  .  .  .  .  .  .  . 48

Marketing
uptown Studios. . . . . . . . . . . . . . . . . . . . . . . . . . . . 49

Media & Advertising
Comcast business.  .  .  .  .  .  .  .  .  .  .  .  .  .  .  .  .  .  .  .  .  .  .  .  .  . 48
Sacramento magazine. . . . . . . . . . . . . . . . . . . . . . . 48

Office Design & Construction
blue Northern builders, Inc.  .  .  .  .  .  .  .  .  .  .  .  .  .  .  .  .  . 5, 49
GP Development Inc. . . . . . . . . . . . . . . . . . . . . . . .  49
Olson Construction . . . . . . . . . . . . . . . . . . . . . . . . . 49
Wells Construction . . . . . . . . . . . . . . . . . . . . . . . . . 49

Practice Sales, Lease, Management &/or Consulting
henry Schein - Wagner . . . . . . . . . . . . . . . . . . . . . . 33
Integrity Practice Sales . . . . . . . . . . . . . . . . . . . . . . 48
Select Practice Sales .  .  .  .  .  .  .  .  .  .  .  .  .  .  .  .  .  .  .  .  .  .  .  . 25
Straine Consulting  .  .  .  .  .  .  .  .  .  .  .  .  .  .  .  .  .  .  .  .  .  .  .  .  .  . 49
Western Practice Sales . . . . . . . . . . . . . . . . . . . 34, 48

Waste Management Services
Star Group Global refining . . . . . . . . . . . . . . . .  35, 49
estrategy  .  .  .  .  .  .  .  .  .  .  .  .  .  .  .  .  .  .  .  .  .  .  .  .  .  .  .  .  .  .  .  .  .  49

Vendor Member
Vendor Member
Vendor Member
Vendor Member
Vendor Member
Vendor Member
Vendor Member

Vendor Member

Vendor Member

Vendor Member

Vendor Member

Vendor Member

Vendor Member
Vendor Member
Vendor Member
Vendor Member
Vendor Member
Vendor Member
Vendor Member
Vendor Member
Vendor Member
Vendor Member

Vendor Member
Vendor Member
Vendor Member
Vendor Member

Vendor Member
Vendor Member
Vendor Member

Vendor Member
Vendor Member

Vendor Member

Vendor Member

Vendor Member

Vendor Member
Vendor Member
Vendor Member
Vendor Member

Vendor Member

Vendor Member
Vendor Member

Vendor Member
Vendor Member

11231 Gold Express Drive, Suite 104
Gold River, CA 95670

Phone 916.859.0360
Cell 916.412.2864

designed especially for professionals, business owners and corporate executives

Disability Insurance

You may have already purchased a disability insurance policy, but are 
you receiving the best possible coverage at the most affordable cost?

My name is Jim Capper and over the last 30 years I have 
specialized in income protection. I provide an in-depth policy review 
and explanation of how your policy works as well as a premium 
comparison. Most of my work can be done over the phone or email, 
as not to interfere with your busy daily schedule. 

The policy I offer provides:
1. Own Occupation protection
2. Strong de�nitions to collect under 

Partial Disability and Recovery Bene�ts
3. Future Insurabililty Option
4. Cost of Living Rider
5. Find out how you can receive a 25% 

to 45% discount on a Disability 
Insurance Policy James Capper

james@miner�nancial.net
Note: All policies are subject to Underwriting Approval

www.miner�nancial.net
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SPoTlighTS:

Supply Doc is a full service provider of Supplies, Equipment and 
Technical Service. Serving our local customers for over 7 years, 
Supply Doc customers have enjoyed top quality products and 
next day delivery while cutting Supply expense down to 3-3.5% 
for all of our clients. 

Products and Services:  
Supply Doc is an authorized distributor for the best brands in the 
industry. on equipment from AirTechnique, Forest, SciCan, Belmont, 
Star Dental, J’Morita, Vatech America, 3M Digital Technology and 
Supplies from brands such as Coltene Whaledent, Kuraray America, 
Sultan HealthCare, Shofu, Corsstex, CareStream and many more. 

Benefits, Special Pricing and/or 
Discounts Extended to SDDS Members:
SDDS members can enjoy a complimentary $50 Supply coupon 
once a month per office. Additionally, Supply Doc has a rebate 
program on 2.5% on all purchases from the company. Simply Call 
us and provider your member ID # and enjoy all the discounts 
and benefits. 

We are a business focused community bank providing high quality 
products and excellent customer service.

Products and Services:  
We provide commercial real estate mortgages, commercial construction 
loans, business lines of credit, term loans, and SBA financing. We also 
offer a complete suite of cash management products including online 
banking, remote deposit and mobile banking. 

Patient finance: CareCredit is a healthcare credit card accepted at 
more than 100,000 dental practices for treatment not covered by 
insurance to help more patients get the care they need and want 
without delaying compromise. When CareCredit is available as a 
financing solution, financial conversations are easier. 

Products and Services:  
•	Patient Finance

Benefits, Special Pricing and/or 
Discounts Extended to SDDS Members:
Get started for a one-time low set-up fee of just $25 by calling 
(866) 246-9227.

Amin Amirkhizi   
amin.a@supplydoc.com

916.858.1333 phone
supplydoc.com

Jeane Vaissade
jeanev@sacramentobankofcommerce.com

916.677.5852 phone
sacramentobankofcommerce.com

Angela Martinez
amartinez@carecredit.com

800.300.3046 phone
carecredit.com

welcome
our new sDDs
Vendor members!
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burkhart dental supply
Dawn Dietrich, Business  
Development Manager
916.784.8200
burkhartdental.com
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analgesic services, inc.
Geary Guy, VP / Steve Shupe, VP
888.928.1068
asimedical.com
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desco dental equipment
Tony Vigil, President
916.259.2838
descodentalequipment.com

supply doc, inc.
Amin Amirkhizi
916.858.1333
supplydoc.com
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swiss monkey
Christine Sison
916.500.4125
swissmonkey.co

innova Periodontics & 
implant dentistry
Dean Ahmad, DDS, FICOI, DABP
916.434.5151
innovaperio.com
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Wood & delgado
Patrick J. Wood, Esq., Jason Wood, 
Esq., Marc Ettinger, Esq
800.499.1474
dentalattorneys.com
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the foundation for allied 
dental education
LaDonna Drury-Klein
916.357.6680
thefade.org
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Pacific dental services
Mindy Giffin
916.705.4515
pacificdentalservices.com
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heraeus Kulzer
Christina Vetter
408.649.8921
heraeusdentalusa.com
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sacramento magazine
Joe Chiodo 
916.452.6200
sacmag.com
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Western Practice sales
Tim Giroux, DDS, President 
John Noble, MBA
800.641.4179
westernpracticesales.com
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resource staffing 
Group
Debbie Kemper
916.993.4182
resourcestaff.com
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ca employers association
Kim Parker, Executive VP 
Mari Bradford, HR Hotline
800.399.5331
employers.org
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integrity Practice sales
Brian Flanagan & Kirsi Kilpelainen
855.337.4337
integritypracticesales.com
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comcast business                   
Lisa Geraghty
916.817.9284
lisa_geraghty@cable.comcast.
com
business.comcast.com
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bPe law Group, Pc
Keith B. Dunnagan - Senior Attorney 
Linda Lewis
916.966.2260
bpelaw.com/dental-law
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olson construction, inc.
David Olson
209.366.2486
olsonconstructioninc.com
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blue northern builders, inc.
Marc Davis / Morgan Davis /  
Lynda Doyle
916.772.4192
bluenorthernbuilders.com
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Wells construction, inc.
Nicole Wells
916.788.4480
wellsconstruction.com
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GP development inc.
Gary Perkins
916.332.2300
gpdevelopmentcorp.com
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Patterson dental
Roy Fruehauf, Branch Manager
800.736.4688

pattersondental.com

Kids care dental
Christy Schreiber
916.678.3565

kidscaredental.com
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Dental

henry schein dental
Mark Lowery, Regional Sales 
Manager
916.626.3002
henryschein.com
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straine consulting                   
Vera Powell
800.568.7200
vera@straine.com
straine.com
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we love
our sDDs
Vendor members!
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star Group Global  
refining
Jim Ryan, Sales Consultant
800.333.9990
stargrouprefining.com

estrategy
Mukul Kelkar
877.898.0868
estrategymedwaste.com

rca collection services
Ruth Schwartz, President
530.478.6444
rcagrassvalley.com/revenue-
services

Si
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fechter & company
Craig Fechter, CPA
916.333.5360
fechtercpa.com

carecredit
Angela Martinez
714.434.4508
carecredit.com
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first us community 
credit union
Gordon Gerwig,  
Business Services Mgr
916.576.5650
firstus.org
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mann, urrutia, nelson, cPas
John Urrutia, CPA, Partner
Chris Mann, CPA, CFP, Partner
916.774.4208
muncpas.com
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innovative solutions 
cPas & advisors, llP 
Ben Anders, CPA
916.646.8180
innovativecpas.com
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ameriprise financial —
the chandler Group
Thomas Chandler
916.789.9393, ext. 03197
ameripriseadvisors.com

american Pacific mortgage
Jason Mata
800.455.0986
jasonmata.com
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the dentists  
insurance company
Chris Stafford
800.733.0633
tdicsolutions.com

liberty dental Plan
Danielle Cannarozzi
800.703.6999
libertydentalplan.com
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integrated accounting  
solutions
Dave Sholer, CPA, MBA
530.219.0354
OnlyDentalCPA.com

sacramento bank  
of commerce
Jeane Vaissade 
(916) 677-5852
sacramentobankofcommerce.com
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the Payment exchange
Kraig Speckert, President
916.635.8800
thepayx.com
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uptown studios
Tina Reynolds
916.446.1082
uptownstudios.net
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KP28 dental  
laboratory
Jeremy Lorenzo
916.274.4072
kp28dentallab.com
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fountainhead Wealth, inc.
Steve Raymond
916.431.0425
fountainheadwealth.com

Si
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16

SDDS started the Vendor Member program in 2002 to provide resources for our members. No, Vendor Members are not exclusive, and we 
definitely have some competitive companies who are Vendor Members. But our goal is to give SDDS members resources that would best serve 
their needs. We suggest that members reach out to our Vendor Members and see what is a best “fit” for their practice and lifestyle.

Our goal is to provide Vendor Members with the opportunity to connect with and serve our members. We realize that you have a choice for 
vendors and services; we only hope that you give our Vendor Members first consideration. The income SDDS receives from this program helps 
to keep your dues low. It is a wonderful source of non-dues revenue and allows us to provide yet another member benefit. 

SddS Vendor memBerShiP SuPPorT iS a win-win relaTionShiP!
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Classified Ads

Selling your practice? Need an associate? have office space to lease? SDDS member dentists get one complimentary, professionally related classified ad 
per year (30 word maximum). For more information on placing a classified ad, please call the SDDS office at 916.446.1227.

Natomas Dental Seeks a Dentist for a part time 
position Monday and Thursday temporarily from Jan. 
23 2017 to Feb. 20 2017 if interested please email 
resume to falu.patel@yahoo.com.  1-17C 

Seeking a part time or full time associate for our 
rapidly expanding private practice. This is a great 
opportunity for new or experienced dentists. Email 
your resume to greatopportunitydental@gmail.com 
or call 916-759-1477.  12-16C 

KIDS CARE DENTAL seeks Dentists to join our teams in 
in the greater Sacramento and greater Stockton areas. 
We believe in a non-traumatic philosophy that focuses 
on superior customer service and exceptional patient 
care. Patients love us...come find out why! Send your 
resume to dday@kidscaredental.com.  12-16 

KIDS CARE DENTAL seeks Orthodontists to join our 
teams in the greater Sacramento and greater Stockton 
areas. We believe in a non-traumatic philosophy that 
focuses on superior customer service and exceptional 
patient care. Patients love us...come find out why! Send 
your resume to dday@kidscaredental.com.  12-16 

WELLSPACE HEALTH ORGANIZATION (an FQHC) is taking 
applications for fill-in/part-time/full-time dentists. Send 
your resume/CV to mmullins@wellspacehealth.org. 01/15

DENTIST (SACRAMENTO/CENTRAL VALLEY) General 
Dentist- Assoc. position- Full or Part time. Excellent 
opportunity in a premier well established practice in 
Sac-Fair Oaks area. We need an experienced GP with 
outstanding people skills to focus on clinical excellence 
and patient care, supported by a team of highly skilled 
professionals. The growth potential is Excellent for 
the right Doctor-- Potential ownership for the future. 
Please email resume to hofferber@dental-mba.com. 
Compensation: Based on Skills and Experience. 12-15

BOUTIQUE MIDTOWN SACRAMENTO OFFICE - Looking 
for an energetic and ethical Associate Dentist for full/
part-time position in busy office with latest technology. 
Must be detail oriented, have a gentle touch and strong 
work ethic, with an upbeat personality. Visit: www.
midtowndentalsacramento.com. Send resumes to 
gotfloss@gmail.com 06-7/16

Dental Office at 2628 El Camino, 1,740 attractive square 
feet, 5 treatment rooms, and 15-year history at this 
address.  Office rent $2500 on full-service basis - no pass 
through expenses.  Full dental equipment and furniture is 
optional for lease or purchase.  Craig Thurston, owner, 
916-539-0554.  11-16

State of the Art Dental Office Available for immediate 
sublease in El Dorado Hills. Fully equipped and ready for 
your patients. Perfect for GP, Perio, Endo, or Oral Surgery. 
Call Doug at 916-770-0616.  11-16

FOR LEASE: 2,100 sf move-in ready Roseville 
Orthodontist/Dental office; 1,292 sf Sacramento, move-
in ready Dental office; 2,500 sf Rocklin, fully equipped 
Orthodontist office; Contact Ranga Pathak, RE/MAX 
Gold 916-201-9247; ranga.pathak@norcalgold.com; 
BRE01364897 11-16 

EXCLUSIVE, PRIVATE DENTAL SUITE; 1200 sq. ft., 
completely remodeled w/upscale amenities: 3 operatories, 
lab, reception, business office w/breakroom, private 
Doctor's office w/bath. Suite is located in a custom dental 
building w/on-site parking and handicapped access near 
Country Club Center. If requested, owner will furnish finish 
equipment upfront: amortize over long term lease (5-10 
years). For appt. or further info, call 916-346-0041  5/16

SACRAMENTO DENTAL COMPLEX has one small suite 
which can be equipped for immediate occupancy. Two 
other suites total 1630 sq. ft which can be remodeled 
to your personal office design with generous tenant 
improvements. 2525 K Street. Please call for details: 
916-448-5702.  10-11

ROSEVILLE- modern office, prime retail center. Four 
equipped operatories, turn key, save time, equipment 
and construction costs. $149k includes digital 
panoramic, IT, 10 computers, 8 HDTVs (916) 759-
3553. 01-17C

EL DORADO HILLS-  EQUIPPED, TURN KEY OFFICE 
WITH 5 OP'S, busy, thriving community for an energetic 
doctor to quick start your practice at a great location, 
asking $75,000, some patients. 1,500 sq. ft. $3,200 
per month. Call/Text Joe Hruban at 530-746-8839.  
joe@omni-pg.com. CA BRE# 01821307. 08/09-15

Thinking of selling your practice? Want to reduce your 
stress? Do you want to focus on your patients? If so, please 
call Dr. Herman of A+ Dental Care at 916-217-2458. 6/7-16C

Photo Med Nikon D7000 Digital Dental Camera System/
Nikon 85mm lens/MetZMS.1 Macroflash with retractors, 
contrasters, assorted mirrors purchased at Spear's 
Facially Generated Treatment Planning work shop at 
$3200, asking $1950. Call Annie at 916.947.2544. 
01-17C

Dental Animation Cels. Set of 6 Chuck Jones signed 
Limited Edition ACME Dental Series. Triple matted 
and framed.  Email for price, info and photos.  
dinsdale6262@gmail.com.  Craig Johnson DDS.  01-17C

FOR LEASEeMPLoYMeNt oPPoRtuNItIeS eMPLoYMeNt oPPoRtuNItIeS

MONEY IS WALKING OUT THE DOOR. Have implants 
placed in your office and keep the profits. Text name 
and address 916.769.1098. 12-14

LEARN HOW TO PLACE IMPLANTS IN YOUR OFFICE OR 
MINE. Mentoring you at your own pace and skill level. 
Incredible practice growth. Text name and address to  
916-952-1459. 04-12

Dental Consultants/Full and Part-Time: Delta Dental 
of California seeks California licensed dentists to 
evaluate claims for its Denti-Cal program based 
in Sacramento. Ten years of clinical experience is 
desired. Excellent benefits included. Call Dr. Barry 
Dugger at 916-861-2519.  10-16

Oral Surgery Dental Consultant/Part-Time: Delta 
Dental of California seeks California licensed oral 
surgeon to evaluate claims for the Denti-Cal program 
based in Sacramento. Excellent benefits included. 
Call Dr. Barry Dugger at 916-861-2519.  10-16

FoR LeASe

PRoFeSSIoNAL SeRVICeS

PRACtICeS FoR SALe

equIPMeNt FoR SALe

50  |  The Nugget • Sacramento District Dental Society



sIgn up 5 staFF, get the 6th Free! • COURSE INFORMATION AND OTHER CONVENTION CORRESPONDENCE WILL BE SENT Via email.

To avoid duplication, either scan and fax (916.447.3818) or mail your registration form or register online at www.sdds.org. 

one reGistration form Per attendee. Please print clearly. this information will be used to print name badges.

Attendee Name:    Title/Degree: 

Member Dentist’s Name:    ADA #: 

Office Address: 

City:    State:    Zip: 

Phone:     Fax:    Email: 

Fees (circle the rate for the above attendee) early regular onsIte

INCLUDES FRESh FOOD! (on or before NOV. 1) (on or before JAN. 15) (after JAN. 15)

dentists (ada members) $325 $379 $399

dentists (ada members) — one Day only

 Thursday ONLY      Friday ONLY

$275 $295 $325

sdds dhP members $169 $179 $199

auxiliary/spouse (ada member*) 
* if doctor is attending

$189 $199 $209 

auxiliary/spouse (ada member**) 
** if doctor is NOT attending

$199 $209 $219 

dentist (non-ada members) $700 $800 $900

auxiliary/spouse (of non-ada member) $300 $350 $400

lab technicians $300 $350 $400

expo only (no meals)  
Limited Hours for Expo Only Registrants 

Th 1:30–5:30pm • Fr 8:00–10:45am

complimentary complimentary complimentary

expo only (no meals) (non-ada members) $100/day $125/day $150/day

PAYMENT METhOD:        Check Enclosed              Bill Me (SDDS Members only)            MasterCard              Visa                     total:  $ 

 Card #:     -     -     -           Exp. Date:   /  

Cardholder Name:        3-digit Security Code:   

Billing Address: 

Please make checks payable to sacramento district dental society (sdds) 
2035 Hurley Way, Ste 200 • Sacramento, cA 95825 • 916.446.1227 ph • 916.447.3818 fx • www.sdds.org

*Individual email preferred (not main office email)

REFUND/CANCELLATION POLICY: Cancellations 
received in writing by December 31, 2016 will 
receive a full refund less $25 per registrant 
processing fee. Cancellations received after this 
date are nonrefundable, but substitutions will be 
allowed. There will be no refund for “No Shows” 
or for registrations made after this date.

Full Convention 
Registration Includes:
• All Food and Refreshments
• All Courses
• Expo Floor Full Access

Round-Up Your Buckaroos 
and let's meet at the SddS Corral!



17 Executive Committee Meeting  
7:00am / Offsite 

28 Leadership Development Meeting  
6pm / SDDS Office 

MARCh
7 Board Meeting  

6pm / SDDS Office 

8 Dentists Do Broadway 
a Gentlemen’s Guide to love & murder  

14 General Membership Meeting 
aging Well 
Denise Bogard, MD  
Hilton Sacramento Arden West 
5:45pm Social / 6:45pm Dinner & Program

23 General Anesthesia Meeting  
6:15pm / SDDS Office 

 Member Events/Benefits Meeting  
6pm / SDDS Office 

24 Legislative Advisory Committee Meeting  
6pm / SDDS Office 

 Leadership Development Meeting  
6pm / SDDS Office 

31 CE Advisory Meeting  
6pm / SDDS Office 

FEBRUARY
1 Dentists Do Broadway 

Kinky boots

4 Smiles for Kids Day!

9-10 
37th Annual MidWinter Convention 
Wanted: the sdds ce roundup 
sacramento convention center

JANUARY
3 Board Meeting  

6pm / SDDS Office 

 Peer Review Meeting  
6:30pm / SDDS Office 

10 General Membership Meeting 
compounding ideas for dentistry 
John Richards 
Hilton Sacramento Arden West 
5:45pm Social / 6:45pm Dinner & Program

18 HR Webinar 
labor law update    
Mari Bradford (CEA)   
Noon–1:30pm / Home/Office

20 CPR BLS Renewal 
8:00am / SDDS Office 

23 Ethics Meeting  
6:15pm / SDDS Office 

are you reGistered for the General meetinG?

SAVE THE DATE FOR THE 37th annual mIDWInter ConventIon & expo
WRANGLE UP YOUR RANCH HANDS AND JOIN US ON February 9–10, 2017

Jan

10
tuesday

5:45pm-9pm

for more calendar info and to sign up for 
courses online, visit: www.sdds.org

ADDreSS SerVICe requeSTeD

sDDs CalenDar oF events

PrSrT STD

uS PoSTAGe

PAID

PermIT No. 557

SACrAmeNTo, CA2035 hurley Way, Suite 200 • Sacramento, CA 95825
916.446.1211 • www.sdds.org

General Meeting: Hygiene Night
3 ceu, core • $69

Compounding Ideas for Dentistry
Presented by John C. Richards IV, Professional Village Compounding Pharmacy

Compounding is the art and science of preparing customized medications 
for patients. In recent years, compounding has experienced a renaissance as 
modern technology and innovative techniques and research have allowed more 
dentists and other healthcare providers to work with pharmacists to customize 
medications to meet specific patient needs. 

5:45pm: Social & Table Clinics

6:45pm: Dinner & Program

Hilton Sacramento Arden West  
(2200 Harvard Street, Sac)

earn 3 ce 
Units!

Ce

Ce

Ce

Ce


